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One cannot help succeed 
with Franklin 


Mr. Knox Wyatt, Regional Manager 
Masonic Building 
Rome, Georgia 


W. J: CPE, Fe Dear Friend Knox: 


In May I completed my sixth year in the insurance 
On joining the Franklin, business, having signed my Franklin contract imme- 
Bill Simpkins had no diately on discharge from the Air Corps. And I thank 
; : the good Lord that all of this time I have been asso- 
previous sales experience, ciated with the Friendly Franklin, 
having been a stock Settling here in Columbus, Georgia instead of in 
control clerk and office my old home Indianapolis, Indiana, I studied the 
manager previous to his wonderful sales material on our exclusive contracts 
and my very first prospect purchased one of our 
wonderful PPIP plans. Since then, in showing this 
Here is a record of his and the other Franklin exclusives to the fine people 
Franklin cash earnings: of Columbus, I have been rewarded immeasurably 
with the “long green.” 
we. +. - Fe Last year the Company paid me over $16,000, and 
1948... . . 7,483.79 this year it looks as though my earnings will reach 
1949. . . . . 11,982.26 $25,000. In this city of 100,000 I doubt if a handful 
1950 . . . . . 13,323.06 of others earn as much. 
1951 16,004.06 Actually one cannot help succeed with our great 
1952 nied May 11,041.80 Company. I believe President Becker is America’s 
greatest executive, and he has surrounded himself 
with the most agency-minded group of home office 
officials in the industry. Everyone in the home office 
is constantly striving to help each one of us in the 
field. 
I wish I could tell everybody what the past six 
years have meant to me. 


military service. 


Most cordially, 
W. J. Simpkins, Jr. 


An agent cannot long travel at a faster gait than the company he represents. 








Lhe Friendly 
“ TRIRAN TRILIDN TLE comeany 


CHAS, E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over a Billion Dollars of Insurance in Force 


$205,000,000 gain in insurance in force during 1951 


FRIDAY. SEPTEMBER 5, 1952 








Ian Armour, CLU, Toronto ¥ C.E.L. Burwell, CLU, Portland, Me. 

C. E. Clinton, CLU, Omaha + John A. Hill, CLU, Toledo 

Harold T. Himes, CLU, St. Louis 7 C.W. Hoefle, CLU, Oklahoma City 
L. P. Wilder, CLU, Baltimore 


In behalf of these field representatives who are marking 
their twenty-fifth anniversaries with this Company in 
the twenty-fifth year of the CLU movement, and in 
the names of their many Aitna CLU associates, the Aitna 


Life Insurance Company expresses its appreciation to 


The American (ollege of Life Underwriters 


upon the occasion of #¢s silver anniversary celebration 
for its significant contribution to the professional 


status of the career life insurance salesman 7 ¥ y 
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NALU Trustee Slate 
lists 8 Candidates 
for Six Vacancies 


Adams, Devitt, Jones, 
Nussbaum, Ries, Rosser, 
Stout, Walker Endorsed 


NEW YORK—Eight candidates to 
fll the six vacancies on the National 
Assn. of Life Underwriters board of 
trustees have been recommended by the 
committee on nominations, headed by 
Clifford H. Orr, National Life of Ver- 


mont, Philadelphia. 

Three of the candidates are up for re- 
election: A. Jack Nussbaum, Massachu- 
setts Mutual, Milwaukee; Henry Stout, 
John Hancock, Dayton, O., and Robert 
L. Walker, Peninsular Life, Orlando. 

Others on the slate are Albert C. 
Adams, John Hancock, Philadelphia; 
Frank H. Devitt, Capitol Life, Denver; 
Claude C. Jones, Connecticut Mutual, 
Indianapolis; Howard C. ‘Ries, Equitable 
Society, Everett, Wash.; and Mitchell 
M. Rosser, Phoenix Mutual, Boston. 


Tradition Followed 


As expected, David B. Fluegelman, 
Northwestern Mutual, New York City, 
is slated to advance from vee eee 
to president, while John D. Marsh, Lin- 
coln National, Washington, D. C., ad- 
vances from secretary to vice-president. 
Robert C. Gilmore, Jr., Mutual Benefit, 
Bridgeport, Conn., sole contender for 
secretary, is nominated for that office. 
In line with National Assn. of Life 
Underwriters’ career-treasurer tradition, 
Osborne Bethea, Prudential, New York 
City, is nominated for reelection. 

The nominating committee includes, 
besides Chairman Orr, Gerard S. Brown, 
Penn Mutual, Chicago; David Marks, 
Jr, New England Mutual, New York 
City; Thomas C. Nicholls, Jr, New 
England Mutual, New Orleans; and 
Robert R. Reno, Jr., Equitable Society, 
Chicago. 


State Insurance Taxes 
Are $1.86 Per Capita 


WASHINGTON—The census bureau 
reports $284 million collected by the 
states in insurance taxes during 1952 
fiscal year, according to preliminary fig- 
ures. This compares to $254 million in 
fiscal 1951, representing an increase of 
11.7%. From 1942, when state insurance 
tax collections totaled $113 million, the 
percentage increase is 151.1. On a per 
capita basis, state insurance taxes rep- 
resented $1.86 last fiscal year against 85 
cents in 1942. 

Insurance taxes collected by the vari- 
ous states ranged from $26.4 million last 
year in New York down to $299,000 in 
Nevada. 





life Courses to Begin 


. Scheduled to begin on September 22 
is the fall offering of the insurance 
training program of the evening and ex- 
tension division of the New York City 
College school of business. 

Among the 13 courses offered are four 
of interest to life men. Those include 
group, pension plans, life and social se- 
curity. All are offered at the school’s 





downtown campus. 


A.N.P.A. MAN GIVES VIEWS 





Newspaper Advertising Can Be Major 
Sales Aid-If Geared to the Medium 


NEW YORK — Newspaper advertis- 
ing can do a big job in helping sell life 
insurance — provided it’s designed to get 
the greatest possible benefit out of the 
medium’s special attributes, according to 
Bruce Robinson, manager of insurance 
advertising sales for the American 
Newspaper Publishers Assn.’s bureau of 
advertising. 

Life companies are doing a lot more 
newspaper advertising than they did a 
few years ago, but only a handful of 
companies spend an appreciable amount. 
A surprisingly large number of life com- 
pany executives, even in companies do- 
ing considerable national advertising in 
magazines, are extremely skeptical of 
newspaper advertising as a sales help, 
said Mr. Robinson. 


Insurers Spent $4,970,000 


According to A.N.P.A.’s figures, in- 
surance companies of all types spent 
some $4,970,000 in 1951 for newspaper 
advertising, with life company expendi- 
tures accounting for about 85% of the 
total. This compares with $3,339,000 in 
1948. However, $1,329,151 of the 1951 
advertising was accounted for by the 
Institute of Life Insurance and $596,585 
by Prudential. In fact, Prudential’s in- 
crease from its 1950 figure of $70,000 
accounted for nearly all of the increase 
in aggregate expenditure from 1950 to 
1951. Other than Prudential there were 
four life companies that spent $25,000 
or more in newspaper advertising in 
1951 and four multiple-line companies 
doing a life business in the over-$25,000 
group. 

Life insurance advertising copy geared 
for national magazines loses most of its 
value when run in daily papers, says Mr. 
Robinson. The newspaper is above all 
a medium for influencing quick deci- 
sions. Advertising should be aimed at 
influencing immediate action. It is all 
very well to run the company’s financial 
statement or the announcement of a new 
agency’s appointment but that isn’t the 
sort of thing that will do anything ap- 
preciable toward selling policies. 


Should Want to Grab Phone 


The copy should make the reader 
want to pick up the phone and find out 
more about the fascinating merchandise 
that is offered. In fact, in the Pruden- 
tial, Postal Life, and Great American 
Reserve advertising in which the 
A.N.P.A. cooperated, the- telephone 
numbers were included in the advertise- 
ments. , 

Playing up the local angle, featuring 
both local policyholders and local repre- 
sentatives is vitally important and is of 
course a technique to which the news- 
paper lends itself admirably. The high- 
est degree of readership is attained by 
featuring some local policyholder, giving 
his name and even his street address. In 
other use of “ads,” a local agent’s name 
and a little story about him make him 
seem a familiar figure to readers rather 
than a high-pressure ogre who had bet- 
ter be kept at arm’s length and prefer- 
ably farther. 


COMMON INTEREST 








When a local policyholder is the sub- 
ject of an advertisement, readers who 
are in the same_ general economic 
stratum will be interested in reading 
how he solved his security problems. 
Various “ads” feature policyholders of 
different income levels and in this way 
all audiences are reached. 

Mr. Robinson: believes that much of 
the antipathy of insurance people toward 


newspaper advertising as a sales help is 
due to the use of ineffective copy that 
fails to take advantage of a newspaper’s 
flexibility and ability to reach all eco- 
nomic levels. There also tends to be 
some prejudice against newspaper ad- 
vertising, he has found, because of a 
sometimes unconscious feeling that ef- 
fective, hard-hitting, newspaper copy 
may eventually lessen the importance of 
the agent’s role. 

One thing that has surprised Mr. 
Robinson is that even among fairly 
sophisticated life insurance executives 
there is a lack of appreciation of the 
favorable publicity by-products resulting 
from newspaper advertising. 


Permits Concentration 


A major argument for newspaper ad- 
vertising, according to Mr. ‘Robinson, is 
that it enables a life company to con- 
centrate its advertising expenditures 
where its field force is concentrated and 
can take advantage of the advertising. 
Even some of the largest companies that 
are national in their operations get the 
bulk of their business from relatively 
few states. John Hancock, for example, 
gets 78% of its new ordinary business 
in just 10 states. Another of the top 
companies gets 30% of its business in 
New York state but allocates only 5% 
of its advertising budget to New York 
state, largely because it concentrates its 
advertising on national magazines. 

Life companies are not alone in the 
tendency to consider themselves national 
in their operations when actually the 
bulk of their volume comes from rela- 
tively few states. Even so widely dis- 
tributed a product as Coca-Cola shows 
this unevenness, said Mr. ‘Robinson. 


Role of Magazine Advertising 


Mr. Robinson isn’t for cutting out na- 
tional magazine advertising for, as he 
points out, the agent in the territories 
where the company gets relatively little 
business needs advertising support and 
national magazine advertising covers all 
territories. 

A big part of the value of newspaper 
advertising. is the boost that it gives the 
morale of the local agents, Mr. Robin- 
son said. Even if the advertising had no 
influence on prospects, it stimulates the 
agents to link up their efforts with the 
current local advertising. For example, 
during the week that the local advertis- 
ing features mortgage redemption insur- 
ance, the agent, armed with reprints of 
the “ad,” can concentrate on prospects 
for this type of coverage. 

Newspaper advertising ties right in 
with the current upsurge in development 
of brokerage business, said Mr. Robin- 
son. In fact one company is planning to 
feature one after another of its broker 
outlets in local advertising. 


Magazines vs. Newspapers 


As compared with the $4,970,000 
newspaper advertising expenditure total 
for 1951 for all types of insurance, 
there was a total of $9,031,000 spent in 
general and farm national magazines 
last year but it is estimated that only 
about 60% of this magazine figure was 
for life insurance as against about 85% 
of the newspaper total. 

Insurers’ radio advertising expendi- 
tures totaled $3,284,000 in 1951, mostly 
accounted for by Prudential and Equita- 
ble. This is an increase over 1950 but 
down from 1949’s $3,738,000 and 1948's 
$4,239,000. On the other hand, television, 
which got no advertising revenue from 
insurance companies in either 1948 or 
1949, took in $79,000 in 1950 and $391,- 
000 in 1951. 


Inferest Rate Rise 
Held Unlikely to 
Boost Dividends 


Too Many Other Factors 
Seen Complicating Job 
of Setting New Scales 


Interest rates have been improving but 
life company executives are reluctant to 
regard them as sufficient to warrant 
widespread upward revision of dividend 
scales. Still uncertain are the probable 
duration of the improvement and the 
effect of having to build up the security 
valuation reserves required as a result 
of the program adopted by the National 
Assn. of Insurance Commissioners. In 
addition, there is the effect of the 614% 
federal income tax on life company in- 
come, not to speak of the larger bite that 
inflated expenses will be taking out of 
expense margins. 

The Treasury has begun to pay 2% 
on one-year certificates. The yields on 
corporate bonds are rising, too. Because 
of federal policies, the banks have been 
compelled to borrow heavily from the 
federal reserve board. To avoid this 
banks have begun to increase rates on 
call money from 2%% to 234%, and 
there may be an increase on prime com- 
mercial loans from 3 to 34%. 


Course of Investment Returns 


The net rate of interest earned on 
investment funds by the life companies 
reached a low of 2.88% in 1947, accord- 
ing to the Institute of Life Insurance. 
Since then the rate has steadily im- 
proved. In 1948 it reached 2.96%. In 
1949, 1950 and 1951, it was, after fed- 
eral income taxes, 2.98, 3 and 3.02% 
respectively. Federal income taxes re- 
duced the net earnings about two-tenths 
of 1% in 1951 and somewhat less in the 
preceding two years. 

Such a steady, if unspectacular im- 
provement, has increased company earn- 
ings. It has been reflected in propor- 
tionately slight increases in dividend 
scales. However, the slight increases 
have enabled the companies to earn more 
on their investment income than their 
commitments require. 


More Funds to Reflect Increases 


Another factor which may affect the 
investment earnings involves the com- 
panies’ moves to increase the amount of 
their reserves during the low-yield years 
by lowering interest assumptions. Also, 
when the rate was low, more was put 
into surplus to maintain the necessary 
yield on existing policies. With this 
greater investment fund, the increased 
interest rates may have a slightly more 
beneficial effect than would otherwise 
be expected. 

A life insurance economist mentioned 
the salutary effect increased interest 
rates should have on the inflationary con- 
ditions in the country. Such a price 
stabiliaztion, naturally reflected in the 
cost of operations, would add its own 
weight to the dividend scales. 


Mortality Continues Good 


Favorable mortality experience will 
contribute its share. At present there 
is nothing to indicate the favorable mor- 
tality experience of recent years will 
change. 

The federal income tax has its effect 

(CONTINUED ON PAGE 20) 
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Card Is Ready for 
Medical Directors’ 
Los Angeles Rally 


The agenda is now ready for the an- 
nual meeting of Assn. of Life Insurance 
Medical Directors, to be held Oct. 21-23 
at the Ambassador hotel, Los Angeles. 

After the business session Tuesday 
morning, the scientific program will get 
started with a welcome by Dr. Lewis A. 
Alesen, president of California Medical 
Assn., and associate professor at College 
of Medical Evangelists. Speakers the 
first day are Dr. George C. Griffith, Uni- 
versity of Southern ‘California; Dr. 
John W. Gofman, University of Cali- 
fornia, and Dr. Myron Prinzmetal, Uni- 
versity of California. Pacific Mutual 
Life will be host at an informal recep- 
tion that evening. 

On Wednesday there will be talks by 
Dr. Francis A. L. Mathewson, medical 
director of Great-West Life; Dr. Ralph 
M. Filson, medical director of Travel- 
ers; Dr. Robert H. Williams, Univer- 
sity of Washington, and Dr. Alan R. 
Moritz, Western Reserve University. 
Banquet speaker that evening is Dr. 
Stafford L. Warren, dean of the school 
of medicine and director of the atomic 
energy project at the University of Cali- 
fornia, Los Angeles. 

Speakers Thursday are Dr. David S. 
Garner, chairman of the medical section 


of American Life Convention; | Dr. 
Charles W. Barnett, Stanford Univer- 
sity; Dr. William A. Winn, Tulare- 


Kings Counties Joint Tuberculosis hos- 
pital, Springfield, Cal.; Dr. John B. 
Doyle, Los Angeles, and Dr. John W. 
Wear, western medical referee, Aetna 
Life. 





Release Program Additions 
for Selection Men’s Meeting 


Additional features have been an- 
nounced for the annual meeting of Insti- 
tute of Home Office Underwriters at 
Cincinnati, Sept. 25-27. 

An open forum panel, which will dis- 
cuss such topics as women as present 
and potential war risks, term insurance, 
displaced persons, will be presided over 
by John B.- Ulrey, American United 
Life. Participating will be Hugo L. Soll, 
Security L. & A.; Ralph Todd, Lamar 
Life; J. C. Holliday, Jr., Liberty Life; 
Earle B. Tilton, Farm Bureau of Ohio; 
William C. Hemmerling, Standard Life 
of Indiana; R. M. Kidd, Ohio National; 
William T. Warren, Jr., Southern L. & 
H.; John F. Doston, Equitable Life of 
Iowa; R. S. Wagner, United Benefit 
Life; Roger W. Wait, Farmers & Bank- 
ers; James A. White, Hoosier Farm 
Life; Ira A. Dryden, Jr., Amicable Life; 
W. R. Marshall, Paul Revere Life; Jo- 
seph C. Kosid, Mutual Service Life; 
Samuel H. Ackerman, Manhattan Life, 
and John E. Sheehan, United States 
Life. 

C. Edwin Carlson, Continental Assur- 
ance, will be in charge of the second 
morning’s session. Walter B. Lehm- 
kuhl, vice-president and secretary, West- 
ern States Life, has been added as a 
speaker at this séssion. 

The industrial session Friday will be 
in charge of Joseph B. Corbett, Colonial 
Life. M. R. McDonnell, Sun Life of 
Maryland, will be moderator of a case 
clinic. On the panel will be James D. 
Renn, Peninsular Life: Dr. A. S. Irving, 
Commonwealth Life; R. G. Diepenbrock, 
Peoples Life; E. Boyd Coarsey, Gulf 
Life: Herman S. Lindy, Delta Life: 
Clyde R. de Haas, Equitable Life of 
Washington, D. C.; W. W. May, Vulcan 
Life; T. J. Carchen, Texas Prudential; 
C. A. Outen, Provident Life, and R. G. 
Demarest, Metropolitan. 

There will be an ordinary case clinic 
the third day with H. M. Shoemaker, 
Volunteer State Life, presiding. 





Great-West Life has appointed Arthur 
J. Flint supervisor at Indianapolis. 
joined the company there in 1950. 


He 


NORTHWESTERN MUTUAL'S PLAN 





Evaluating Medical Examiners and Giving 
Them Findings Helps Relationships 


Comprehensive periodic evaluations of 
medical examiners, followed up by per- 
sonal letters from an assistant medical 
director, can effect marked and valuable 
improvement in the relationship be- 
tween the home office medical depart- 
ment and the field examiners, North- 
western Mutual Life has found. What 
is more, the doctors, far from resenting 
such evaluations of their work, even 
when it is critical, as it sometimes is, 
sincerely appreciate these letters and 
are not backward about saying so. 

The procedure and results in North- 
western’s evaluation system were de- 
scribed by Dr. Jack A. End, assistant 
medical director, at the recent meeting 
of the medical section of the American 
Life Convention. His paper was briefly 
summarized in THE NationaAL UNDER- 
WRITER of July 4. 


Found Valuable Adjunct 


“We believe an evaluation system for 
examiners is a very valuable adjunct in 
our over-all selection setup, since it is 
for all practical purposes the only aspect 
of our work in which we are not 
directly involved and thus cannot con- 
trol too well,” he said. “Any improve- 
ment we can bring about in the work 
of our examiners will be reflected in our 
risk selection and our mortality experi- 
ence. It is certainly true that we can- 
not hope to compensate for slipshod 
examiner work by exerting greater care 
and diligence in our home office selec- 
tion. We must of necessity depend upon 
our ¢xaminers to present accurate fac- 
tual pen pictures of the applicants they 
examine.” 

The evaluation of the examiner’s work 


The Sky’s 


is important by itself in providing infor- 
mation for the medical department on 
how the examiner is doing but it is the 
letters that do the job of improving the 
quality of the examiners’ work, said 
Dr. End. 

“If we hope to instill in them the feel- 
ing that they are members of the ‘first 
team’ and thus should be loyal to the 
home office, then the letter addressed to 
the examiners are of paramount impor- 
tance,” he said. 


Must Be Attention Getter 


Besides the direct benefits of this 
letter-writing, Dr. End is convinced 
that maintaining good public relations 
with the examiners is a very important 
phase of the general problem of public 
relations in the life insurance business, 
“particularly when you consider the 
many ramifications of the doctors’ in- 
fluence.” 

Doctors get a lot of mail and anything 
that looks routine quickly lands in the 
wastebasket. Hence the letter to the 
examiner must be written in a way that 
shows that the writer was writing to 
the doctor personally and not just send- 
ing a form letter. Northwestern in- 
cludes in its letter many points which 
indicate to the doctor that the compan) 
has reviewed his work individually and 
knows many facts about him, such as 
the year of his appointment and whether 
he is a Northwestern policyholder. This 
may seem like a rather small considera- 
tion, Dr. End conceded, but it often 
means the difference between a letter’s 
being read and given no more than 
cursory attention or less. The company 

(CONTINUED ON PAGE 6) 


the Limit! 


“The man who has done less than his best has done 
nothing!”’—Charles M. Schwab. 


As a life insurance man you’re on your own. If you 


were interested only in a salary, you wouldn’t be in 


this business. It’s not a job you want, but a career. 


As a life insurance man you can earn as much as you 


want to earn. The sky’s the limit! But you'll never 


rise above the average—you’ll never get in the “big 


money”—if, as the great industrialist, Charles M. 


Schwab warned, you give less than your best! 


INSURANCE IN FORCE, August 1 — $576,494,950 


COMMONWEALTH 
Life Insurance Company 


HOME OFFICE © COUISVILLE, KY. 








| Buuiliers L. & C. 


es 


Gains Control of 
Constitution Life 


Control of Constitution Life of Los 
Angeles has been acquired by John Mac. 
Arthur, president of Bankers Life & 
Casualty. This gives Bankers L. & ¢ 
which is not operating on the Pacific 
Coast, an established field force and 
about $2 million annual premiums jp 
A. & H. for that territory. 

Mr. MacArthur loaned Ross Bohan- 
non, president of Constitution Life 
$110,000 with stock of Constitution pe. 
ing used as collateral; he obtained an- 
other 31,000 shares which were collater- 
alized in a $358,000 loan from the Amer. 
ican National Life and later the Bank 
of America, and another block of 5,609 
shares which had been collateral to q 
loan of $68,000. This gave him stock 
control at a price of $536,000, or $6.3; 
per million of insurance in force. Con- 
stitution has about $70 million ordinary 
and $8 million industrial in force. : 

Last year Constitution Life lost $84,- 
788 on its operations. Ross Bohannon 
was elected president of Constitution 4 
few months ago and W. S. Snowden be- 
came executive vice-president. The com- 
pany was organized in 1943 with $250,- 
000 capital and surplus of $200,000. In 
1945 it acquired Postal Union Life up- 
der a stock trade, and Fidelity Ins. Co. 
was taken over in 1951. At the end of 
last year, assets were $10.4 million, capi- 
tal $300,000 and surplus $750,000. Total 
Premium income in 1951 was $3,998,909, 

Bankers L & C. was recently sdmiied 
to the state of Washington, and has ap- 
eeeeens pending in other Pacific Coast 
states. 





Actuarial Club of Pacific 
States to Mark 25th Year 


Actuarial* Club of the Pacific States 
will mark its 25th anniversary Oct. 20-21 
at Pebble Beach, Cal. 

Marcus Gunn, vice-president of Cali- 
fornia-Western States Life, one of the 
20 of 34 charter members on hand, will 
preside over a review of the club’s ori- 
gin, history, and accomplishments. 
Francis Hope of Occidental of California 


will present the principal historical 
paper. ; 
Alwin W. Lewis of Pacific Mutual 


Life, current club president, will pre- 
side. Gordon R. Bingham of Northern 
Life of Seattle will be program chair- 
man. 


K. C. All-Industry Rally 


Various insurance organizations, com- 
panies and agencies are joining Univer- 
sity of Kansas City in sponsoring again 
an all-industry luncheon. This will be 
next Tuesday at the Hotel President. 
There will be a featured speaker and 
then Kansas City’s program of insurance 
education that is gaining headway, will 
be outlined for the coming year. There 
will be treated educational programs of 
C.L.U., C.P.C.U. and L.O.M.A., and the 
property, casualty and life insurance 1n- 
stitutes, the proposed insurance law 
center, the adjusters’ courses and the 
law, medicine and the management 1m- 
provement programs 

The speaker will be Claris Adams, 
president of Ohio State Life. 


Earns Retirement Badge 


A. A. Stocker of the Paquin agency 
of Home Life of New York at Rock- 
ford, Ill., was honored at a retirement 
luncheon. The luncheon also marke 
John W. Bloom’s 15th year with the 
company. ; 

Mr. Stocker received his first pension 
check, a service pin, and a wrist watc!. 
He formerly held all offices of Rockford 
Assn. of Life Underwriters. 








Manufacturers Life has named M. A. 
Sessi agency assistant at Pittsburgh. He 
has been in the business three years. 
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Met's Investment 
Stature Gets Gee 
Whiz Attention 


The Wall Street Journal Tuesday had 
a big front page feature article on the 
investment challenge that is faced by 
Metropolitan Life, this being in illustra- 
tion of the problem and opportunity that 
faces the insurance business in general 
because of the huge funds that are being 
entrusted to the hands of life insurance 
company management. The Wall Street 
Journal story is captioned “Biggest 
Business . . . Giant Metropolitan Life 
Ponders; What to do with $10.9 billion? 
_,. Assets have Soared During Insur- 
ance-Buying Spree; Problem for Co- 
horts, also . . Crops, Candles, and 
Coffins.” The author is Lindley H. 
Clark, Jr. It was written in the Wall 
Street Journal’s breezy but informative 
style. 

Reference is made to President C. G. 
Taylor’s recent statement that “we have 
no intention of acquiring common 
stocks.” The author states that illustrat- 
ing Metropolitan’s conservatism in in- 
vestments is the fact that its U. S. gov- 
ernment holdings constituted 22% of 
investments as against 17% for the in- 
surance business as a whole and that 
only 18% of Metropolitan investments 
are real estate mortgages against 30% 
for the business as a whole. However, 
the author states that in spite of this 
investment “supercaution” Met’s yield 
on its money invested compares favor- 
ably with the rest of the industry. 


Earned 3% Plus 


Metropolitan earned slightly over 3% 
on its holdings after taxes during the 
1949-51 period compared with just 3% 
for all life insurance companies. Ex- 
ecutive Vice-president Frederick W. 
Ecker was quoted as saying that one 
way “Met” keeps its yield up is by find- 
ing new fields for investment. He said 
Metropolitan, for instance, was one of 
the first to invest in the gas pipeline 
industry. Metropolitan’s investment in 
natural gas pipelines is now more than 
$400 million. 

Metropolitan, according to the article, 
holds mortgages on 184,000 homes hous- 
ing nearly 1 million persons. It is the 
landlord for more families than any 
other private organization. More than 
36,000 families live in eight of its apart- 
ment communities. It has more than $5 
billion at work financing businesses. 

There are a few paragraphs reporting 
some of the “investment headaches.” 
One is the Stuyvesant Town develop- 
ment at New York. In building this 
project, Metropolitan signed a contract 
with the City of New York which gave 
it partial real estate tax exemption for 
25 years and fixed rents according to 
a formula which limited Met’s return to 
6% on its investment. Inflation has cut 
the return sharply, but the company has 
had to battle both organized minority 


WANTED 


HOME OFFICE 
SERVICE DIRECTOR 


For a large life and A&H 
company. Should have ac- 
counting experience so as to 
coordinate these activities. 
Personality important. 


FERGASON PERSONNEL 


330 S. Wells Street, Chicago 6, Illinois 
HArrison 7-9040 








tennant groups and city officials to get 
its rent increased. The New York state 
supreme court recently upheld Metro- 
politan’s right to the 6% return and 
rents went up Sept. 1. 





Bankers National to Mrak 
Its 25th Anniversary 


Bankers National Life will be host 
at a reception marking its 25th anni- 
versary. The party will be held at the 


Wash. National 
Capital $10 Million 


Capital of Washington National of 
Evanston has been increased to $10 mil- 
lion from $7% million by declaration of 
a 334%4% stock dividend. The last pre- 
vious increase in capital was in 1950 
when the sum was increased from $5 
million. 

President R. J. Wetterlund said the 
action was taken to keep the capital 


increased volume of business and to 
provide additional safety margins for 
policy-owners. 





To Feature Electronics at 
Office Management Meet 


Use of electronic equipment in the 
office will be featured at the American 
Management Assn. office Management 
conference in New York City Oct. 
16-17. Methods that can be used by the 
smaller office to prepare for the advent 
of electronics and a report on a year’s 


Montclair, N. J., Golf Club. 


structure in line with the company’s experience will ‘be considered. 





What better evidence that 














NORTHWESTERN MUTUAL’S 


5-Phase Educational Program 


1. Short Course. The new agent is given 2 to 4 
weeks of personal tutoring. The text used and the 
sales techniques employed have been evolved from 
many years of successful agent training. 


2. 13-weeks Reporting Program. The new 
agent prepares weekly reports of his work. These 
reports are analyzed each week by the Educational 
division and appropriate comments sent to the agent 
in a personal letter. Thus the agent learns how to 
improve his pattern of work. 


3. Intermediate Course. The agent gets per- 
sonal practical experience in programming proce- 
dures. He prepares his own presentations based on 
case studies of actual sales by the Company’s top 
salesmen. 


4. Career School. Agents who qualify by demon- 
strated aptitude come to the Home Office to receive 
intensive instruction from officers and specialists of 
the Company. Outstanding records have been made 
following attendance at this school. 


5. Advanced Training. This is the latest and 
most comprehensive course that has been developed 
for the life underwriter. It covers Estate Planning, 
Business Life Insurance, Pension Trusts, Estate 
Taxes & Liquidation, Gift Taxes, etc. Requires 18 
to 30 months to complete. 

















NORTHWESTERN MUTUAL TRAINING 


helps bring success i 


| P >) 
i Kw Northwestern Mutual agents won 


membership last year in the MILLION DOL- 
LAR ROUND TABLE... 


the No. 2 and 3 companies combined. 


almost as many as 


IHC 
) 0 Y) Northwestern Mutual agents have 


earned the coveted degree of CHARTERED 
LIFE UNDERWRITER.. 


portionately than any other life insurance 


. a greater number pro- 


company. 


649 Northwestern Mutualagents have 
qualified for the NATIONAL QUALITY 
AWARD this year. 97.8% of all the business 
written by these agents during the past two 


years is still in force. 





One important reason such excellent records 
are set, year after year, by agents of this 
Company is its Educational Program. It is 
this program, carrying through every stage 
of the agent’s development, that contributes 
greatly to the outstanding success of so many 
Northwestern Mutual men... to their high 
reputation in the profession... and to the 
name of Northwestern Mutual itself as ““The 


Career Company.” 


The NORTHWESTERN MUTUAL Life Insurance Company 


ESTABLISHED 1857 *¢ MILWAUKEE, WISCONSIN 
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Guardian’ Life 
Details New A. & H. 
Policy Portfolio 


Guardian Life will start to issue par- 
ticipating A. & H. policies Sept. 15. A 
broad variety of personal A. & H. con- 
tracts, both commercial and guaranteed 
renewable, are being offered, with indi- 
vidual and family hospital expense poli- 
cies to be added to the line before the 
end of the year. 

There are five commercial contracts 
in the new line, four of them schedule 
type policies. One, the preferred acci- 
dent policy, provides monthly income 
for life in event of total disability re- 
sulting from accident. Optional benefits 
that may be added include a partial dis- 
ability provision that pays a 50% bene- 
fit for as long as 12 months, principal 
sum, blanket medical expense, and a 
double indemnity provision which 
doubles loss of time and life benefits for 
accidents on land, sea or air common 
carriers, scheduled or non-scheduled. 

A second policy has for its basic bene- 
fit blanket medical expense in event of 
accident, and is intended primarily for 
housewives and children. A schedule of 


cash payments for fractures is included 
at no extra cost. Optional benefits for 
this contract include principal sum and 
double indemnity. 

The preferred health policy will pro- 
vide an income for as long as two years 
in event of total disability resulting from 
sickness. House confinement is not re- 
quired. Optional provisions include a 
daily hospital or nurse benefit, miscel- 
laneous hospital expense coverage and 
a broad surgical fees schedule. This pol- 
icy is sold as a unit with the preferred 
accident. 

The fourth policy, also sold as a unit 
with the preferred accident, provides 
monthly income for one year for house- 
confining sickness—50% ‘benefit if the 
total disability is not house-confining. 
Optional benefits are the same as for 
the preferred health. 

The fifth is a disability policy designed 
to be issued only in conjunction with 
new Guardian life insurance. The acci- 
dent benefits are: Monthly income for 
life in event of total distability; 50% 
benefit for six months for partial dis- 
ability; and substantial dismemberment 
benefits. A monthly income for as long 
as two years is paid in event of total 
disability due to sickness, beginning with 
the eighth day of disability. There are 
no optional benefits, and the premium is 
substantially lower than the cost of sim- 


ilar coverage purchased without life 
insurance. 

There are three guaranteed renewable 
policies, all providing lifetime indemnity 
for total disability due to accident. Sick- 
ness benefits run for one, two or 10 
years, depending on the contract select- 
ed; house confinement is not required. 
Optional benefits include principal sum, 
daily hospital or nurse benefit (for 100 
days) and a schedule of surgical fees. 
The right to renew is guaranteed to the 
policy anniversary nearest the insured’s 
age 65. 

Among the features in all contracts, 
both commercial and guaranteed renew- 
able, are provision for annual dividends, 
10% benefit increase if premiums are 
paid annually, 5% if paid semi-annually. 
All passenger air travel, scheduled or 
non-scheduled carriers, will be covered, 
except in military or experimental air- 
craft. The policies are free of territorial 
limitations and benefits will not be pro- 
rated because of change in occupation. 

Commercial accident policies pay for 
50 months, non-cancellable policies 60 
months, if the insured can perform no 
duty of his regular occupation. There- 
after, both commercial and non-cancel- 
lable policies pay if the insured cannot 
engage in any reasonably gainful occu- 
pation for which he is or could readily 


‘become qualified. There will be no in- 
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For A Man’s Family 
























LNL agents like to present our Family 
Protection Plan to a family man because it 
offers these advantages: 


Long protection period: May continue 
until age 70. 


The 


Flexible protection period: Can be from 
10 to 50 years. 


Flexible income: A 20-year rider on a 
$10,000 policy can provide from $25 
to $200 per month. 


Basic policy payable at death: As a lump 
sum or as income. 


This flexible Family Protection Plan is 
another reason for our proud claim that 
LNL is geared to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 








crease in renewal premiums, or decrease 
in benefits, because of increased age. 

The A. & H. department is headed by 
Gerald S. Parker, secretary. Mr. Parker 
is a native of New York City, and was 
graduated from Williams College jp 
1938. He entered the insurance field as 
an agent at that time, and has since 
been continuously engaged in both field 
and home office work. 


Cal. Challenges 
A. & H. Insurers 


on “Ad” Practices 


LOS ANGELES—Commiissioner Ma- 
loney has issued a 39-page accusation 
against World of Omaha, charging it 
with having issued, used and circulated 
in California false and misleading ad- 
vertising of its accident and health jp. 
surance policy benefits. This action 
could result in an order suspending the 








LPR EI ASE BEEN 


certificate of World to transact life ‘and | 


disability insurance in this state. 


The company has 15 days to answer | 


the charges and may, within that time, 


request that a hearing be held under | 


the provisions of the California adminis. 
trative procedure act. 

This action by the commissioner initi- 
ates what is anticipated will be a num- 
ber of similar administrative proceed. 
ings by the department in the A. & H. 
advertising field. The advertising copy 
of several other insurers is presently 
being scrutinized, it is understood. _ 





Accuse Agents of Fraud 
in Bank Loan Plan Suit 


LOS ANGELES—Suit has been filed 
here by H. C. Frisbie and March C 
Frisbie, his wife, against New York 
Life and two of its agents, Lloyd Stead- 
man and Donald M. Bell, seeking reci- 
sion of five life insurance policies on the 
ground of misrepresentation and fraud 
on the part of the agents, for return of 
premium and interest paid, and for. other 
damages. 

The action concerns operations of the 
bank loan plan of selling life insurance, 
and allegations in the complaint sets 
forth that the two agents in 1949 
solicited the plaintiffs to take out an 
additional $150,000 of life insurance, the 
premiums to be paid from money bor- 
rowed from a bank. The agents pro- 
posed, it is stated, that the existing in- 
surance ($48,673) be converted to an- 
other type contract or form, all to. be 
pledged with a bank as collateral for 
the loan. 

Plaintiffs allege they signed applica- 
tions in blank on assurance by the agents 
that they would have no obligations of 
liability other than the bank loan which 
would carry a 244% interest rate with 
an annual payment of .$3,958, that. the 
plan would not endanger existing insut- 
ance, that the plan was approved by the 
U. S. bureau of internal revenue and 
the Treasury Department after it had 
been explained to them, and that it 
complied fully with their rulings and 
regulations. p. 

It is charged that the agents in- 
formed plaintiffs five policies had been 
issued, that the policies were. not deliv- 
ered nor shown to plaintiffs, and were 
sent by the insurance company direct 
to a bank at Kansas City where the loan 
was being arranged. Defendants are said 
to have plaintiffs sign promissory notes 
which prevented the insurer from re- 
calling the policies before the bank loan 
expired. It is also charged that the 
$150,000 of life insurance was not written 
on the form agreed to. 

The plaintiffs said they were not 
aware of the falsity of all the misrepre- 
sentations until 1952, when they learned 
the premiums on former policies ha 
not been paid, and that the policies were 
upgraded and otherwise differed from 

the form described by the agents. Had 
they known the true facts, they contend 
they could not have permitted comple- 
tion of the plan. 


They allege they have lost one of 
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their old policies in one company and 
had to lapse two others in a second com- 
pany, that the unpaid loan amounts to 
$65,288.85, and that if the bank loan plan 
is renewed the obligation of the plain- 
tiffs will be $83,688. They are seeking 
restoration of their old policies. They also 
charge they were required to pay large 
sums of money for annual premiums, 
interest and bonus charges and com- 
missions. 





Management Compensation 
Hard Hit by Rising Costs 


Management’s ability to justify main- 
taining or increasing its own compensa- 
tion is becoming increasingly difficult in 
a continuing period of rising costs and 
taxes, according to a study of the effect 
of sales and profits on executive com- 
pensation just released by American 
Management Assn. 

The report indicates that, on the ‘aver- 
age, an increase of more than 25% in 
sales volume: was necessary to produce 
improved profit performance after taxes 
over the past year. ; 

If profits after taxes were thus im- 
proved, the study further shows, man- 
agement increased its own compensation 
in three out of four cases. On the other 
hand, where companies were unable to 


‘produce increased sales and profits, even 


though results could otherwise be con- 
sidered satisfactory, in half of the cases 
management’s compensation was_ re- 
duced. 

Salaries paid to top company officers 
were shown to have increased 5.3% in 
1951 over 1950, bonus payments were 
reduced by almost 13%, and contribu- 
tions to retirement funds increased by 
about 11%; for a net increase in total 
compensation of 2.3%. These figures 
may be contrasted with data from the 
bureau of labor statistics which show 
the average earnings of non-supervisory 
employes in all manufacturing indus- 
tries to have increased approximately 


9.5% during the same period, not in- 
cluding retirement and other’ benefits. 

The A.M.A. study is based on an 
analysis of 500 reports to Securities & 
Exchange Commission in 1951 and 1952. 
It analyzes sales and profits and com- 
pensation of the three highest paid com- 
pany officers, as uniformly reported by 
companies listed on the New York Stock 
Exchange. 





Baltimore Life has appointed George 
J. Mucey district staff superintendent at 
Beaver Falls, Pa. 


Name Coryell President 
of Mutual Leaders Club 


Gordon Coryell of San Francisco, has 
been named president of the National 
Field Club, honor organization com- 
posed of the leading agents of Mutual 
Life. Mr. Coryell joined the company 
in 1927. He is a perennial qualifier for 
the company’s honor groups and is a 
member of the Million Dollar Round Ta- 
ble. 

Regional vice-presidents were named 
as follows: western division, J. B. Eck, 


San Francisco; central division, Samuel 
Heifetz, Chicago (Bash); eastern divi- 
sion, Raymond T. Maurey, Erie; south- 
ern division, T. D. Harvey, Dallas. 

Mrs. Ruth B. Rosenberg, Dayton, was 
named vice-president of the Women’s 
division of the National Field Club. 


The Cleveland Negro leaders that con- 
stitute the principal owners of Dunbar 
Life of that city have now acquired 
Quincy Savings & Loan Co. 


Pacific has named 
Thomas H. Groth claim representative 
at Seattle. 


Mutual Life 








JUVENILE PROGRESSIVE 
PROTECTION POLICY 











Liberal Commissions 
Organization Allowance 
Office Allowance 
Persistency Bonuses 

H. O. Training Schools. 
Production Club Conventions. 
Regional Meetings 

Prize Winning Sales Aids 
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WRITE H. S. MeCONACHIE, Vice Pres. 







Here is a level premium policy built to fit the financial and emotional 
pattern of the average family.Fathers can start their sons "growing 
into a man's estate’’ without carrying large amounts of life insurance 
on a child's life. Cash values mount up rapidly during the early years 
— providing educational funds, if necessary. When the child becom 

21, the policy automatically increases five-fold, while the premiums‘re- 








in=thexsame. 


A Head Start on’ a Lifelong Insurance Estate { 


tq } 


$5,000 Progressive Protection — Increasin 









Progressive Values Through the Years 


Available for education, emergencies or business opportu 


At Age: W 18 21 






















ba} **$5,000 prior to age 21. 


LIFE INSUKAN 





Example: $5,000 Progressive Protection increasing 
to $25,000 at age 2! — issued at age | 


Cash or Loan Value $1,773.40 $ 3,367.10 4,145.80 7,684.7) 
' *Cash from Dividends 304.75 669.85 ’ 876.65 ’ St ys 
*Total Emergency Fund $2,078.15 $ 4,036.95 $ 5,022.45 $10,436.45 
{hist j OR 

Paid-up Estate $6,361 .00°* $10,463.00°* $11,998.00 $16,830.00 
*Dividend Accumulations 304.75 669.85 876.65 2,751.75 
*Total Paid-up Estate $6,665.75 $11,132.85 $12,874.65 

Total Premiums. Paid $2,343.00 $ 3,983.10 $ 4,686.00 

*All dividend illustrations based on present schedule — not guaranteed. le 


First dividend contingent upon payment of entire second year premiumf) tx, 


‘(Issued at ages 0-15. In New York State 5-15 and at ages 
0-9 with return of premiums death benefit to yy 


ha 


— 


SPRINGFIELD, wishes 


to $25,000 atAge2i ss Y 
\ _ . 2 - 
Total Monthly Life Income i 
Age at Annual Total Cash Premiums Cash Profit at Age 65°* Vw , 
Issue Premium at Age 65° to Age 65 at Age 65° or Male Female ' 

0 $228.65 $30,801.10 $14,862.25 $15,938.85 $189.65 $168.79 i 
5 260.20 29,861.35 15,612.00 14,249.35 183.90 163.64 
10 300.50 28,789.10 16,527.50 12,261.60 177.30 157.76 ' 
15 350.70 27,327.75 17,535.00 9,792.75 168.30 149.76 i 

* and °* Include accumulated dividends at present schedule which is not guaranteed. 

**Monthly Life Income — 120 months certain and for life thereafter. 
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358 to Get C.L.U. 
Awards Sept. 10 


Following review of experience cre- 
dentials of the 367 candidates who com- 
pleted C.L.U. examinations this year 
and the 30 candidates who completed 
them earlier, the American College’s 
registration board has recommended 
awarding of C.L.U. designations to 329 
candidates and the associate designation 
to 29 candidates. Conferment is sched- 
uled for Sept. 10 at Atlantic City in con- 
nection with the joint dinner meeting oO! 
American College and American Society 
ar 2.0. 

As soon as the registration board re- 
ceives information from each of the re- 
maining candidates who have completed 
the examinations showing that the 
three-year experience requirement has 
been fully met, award of the diploma 
will be recommended. 

Since the college conferment is on a 
national basis and some candidates are 
unable to attend, local presentation of 
diplomas at meetings of C.L.U. chapters 
is encouraged. The list of the 300 per- 
sons receiving designations includes 326 
candidates who completed the examina- 
tion series of 1952 and 24 who com- 
pleted the examinations in earlier years. 

Names of these candidates appeared 


UAVUDUVAVOUGOUHOANAUACUUUE ATCO AURA AEE 


in the Aug. 22 issue of THE NATIONAL 
UNDERWRITER. 

The 10 candidates who are to be 
awarded the certificate in life insurance 
agency management are: Arthur 
Boardman, Bankers National Life, Mont- 
clair, N. J.; Walter L. Downing, New 
England Mutual Life, Boston; John O 
Gaultney, New York Life, Little Rock; 
Louis P. Gepford, New York Life, De- 
troit; James M. Johnson, Equitable So- 
ciety, Louisville, Ky.; Bernard J. Lyttle, 
Prudential, New York City; William G. 
Pierce, Fidelity Mutual Life, Phila- 
delphia; W. Clifton Shirley, Equitable 
Society, Meridian, Miss.; B. William 
Steinberg, Massachusetts Mutual Life, 
Jamaica, L. I., N. Y., and Paul E. Van 
Horn, field training director, Guardian 
Life. 





Postal Names 2 Weinsteins 


Benjamin and Robert Weinstein, pres- 
ident and vice-president respectively of 
Triangle Underwriters, New York City, 
have been appointed district managers 
of Postal Life. The agency is opening 
a life department after 22 years in fire 
and casualty. Charles Blumenthal, as- 
sistant general agent of the Altschul 
agency of Postal, will supervise recruit- 
ing, training and development for the 
new life department, in addition to his 
other duties. 


FUAUUUOAUAAUOUCUUOAUETCUUTUTTUCTTUU AEE TAT 


More Consistency Records 
Have Come to the Fore 


Two more noteworthy production rec- 
ords have come to the fore as a result 
of stories in THE NATIONAL UNDERWRITER 
concerning long standing “App-a-Week” 
memberships. Prior response indicated 
that top consecutive weekly production 
records belong to R. O. Browning, gen- 
eral agent for Pilot Life at Burlington, 
N. C., who has 1,820, and to Ben Bloch, 
Equitable Life of Iowa, Peoria, Ill., who 
has 1,804. 

Added to the list of consistent pro- 
ducers is Harry O. Bunnell, New York 
Life, Denver, who has qualified 1,704 
consecutive weeks for membership in his 
company’s “App-a-Tiser” Club. 

Mr. Bunnell joined New York Life in 
1919 and for reasons of health has had 
to limit his activities, though one of his 
first production goals was at least one 
application a week. 


Freeman Columbian National Leader 


Russell A. Freeman of Idaho Falls, 
for 37 years an agent of Columbian Na- 
tional Life, in September completes his 
216th month of consecutive qualification 
as a national company leader, based on 
minimum paid first-year commissions of 
$210 monthly. 

Mr. Freeman, whose monthly produc- 
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f PROPLE DO CHOI 


First choice of millions of Americans who 
desire invincible security in the future 
is Life insurance, — the only plan which 
can adjust the economic injustice of death 
too soon or life “too long". 


We are proud that more than three billion 
dollars of this sure security is represented 
by the outstanding policies issued by this 
Company. 


|| Home Office: NASHVILLE, TENNESSEE III | 
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tion record is unparalleled in the com. 
pany’s history, has qualified for every 
convention held since 1915. 





Bakersfield Building Damaged 


The building in which the Bakersfield 
Cal., agency of Ohio State Life wa; 
housed was badly damaged in the recent 
earthquake and may have to be razeq 
None of the members of the agency was 
injured in the quake. 


Medical ‘Examiner 
Review Valuable 


(CONTINUED FROM PAGE 2) 





consiaers that the letter 1s of even more 
importance in this evaluation work than 
the actual data turned up in the evalua- 
tion. 


Northwestern embarked on this proj. | 


ect with some misgivines, knowing that 
most physicians are rugged individual- 
ists by inclination and training. How- 
ever, this trepidation proved unfounded, 
The reaction to the letters was uni- 
formly good even though they included 
constructive criticism wherever it 
seemed indicated. Only two examiners 
of all those receiving the letters re 
signed after getting them and in both 
cases other reasons seemed to be the 
real cause. 

An individually typed letter is written 
to every examiner evaluated. The pro- 
cedure is reasonably well organized now 
so that variations may be handled by 
including routine paragraphs which the 
points noted on the evaluation sheet in- 
dicate are appropriate. Naturally, there 
are many situations that require per- 
sonal handling by the assistant medical 
director. 


Letter Improved Through Experience 


Considerable thought has gone into 

the development of the letter and 
changes have been made as the com- 
pany acquired more experience and re- 
ceived reactions from examiners around 
the country. 
_ “We think we have a letter which is 
individualized sufficiently so that it 
escapes the wastebasket treatment, cre- 
ates interest, and leaves a favorable 
impression in the minds of the recipi- 
ents,” said Dr. End. 

The examiners are told that this is 
part of a long-range survey, that the 
company is in a unique position in being 
able to review each man’s work in toto 
and that it feels that sharing its data 
with each examiner will be of interest 
to him. The letter mentions the number 
of examinations reviewed in the evalua- 
tion, the action taken, and then gives 
praise or constructive criticism where 
indicated, trying to be as specific as the 
data permit. 


Identical Figures Show Up 


For example, some medical examiners 
get into the habit of putting down a 
standard normal figure for blood pres- 
sure readings, pulse counts, etc., if in 
their opinion the variation from this 
figure is not significant. The evaluation 
would show up these identical figures. 
Probably they never would otherwise 
come to light, since in large home of- 
fices many different selection experts 
would be handling different cases from 
the same doctor. By mentioning the 
exact number of identical blood pres- 
sure readings or pulse counts the ex- 
aminer knows that the company is not 
just talking in generalities. : 

The letter includes a paragraph which 
states that the company knows each 
examiner has a personal interest in see- 
ing that an insurance company issues 
contracts only to good risks and a com- 
ment as to the examiner’s being 4 
Northwestern policyholder, when he 1s 
one. To an examiner of more than five 
years’ standing, the company indicates 
its appreciation for his work throughout 
the years, mentioning the exact number 
of vears. 

The letter leaves the way open for 
the examiner to respond but the com- 
pany doesn’t strongly solicit a reply, 
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feeling that to force an examiner to 
write and explain tendencies which are 
actually not logically explainable might 
be embarrassing and undo all the good 
that the letter could have accomplished. 

Nevertheless, many doctors do answer 
the letters. Many of them express ap- 
preciation, even for the criticisms of- 








PENSION 
ENDOWMENTS 


One of the more attractive 
and salable contracts on 
today’s market is our Pension 
Endowment. 

$10 monthly income (120 
months guaranteed). Issued 
to mature at 55, 60 and 65. 


At maturity age 65, the annual 
income is 7.9% of the cash 
value. The dollar-rate monthly 
income is $6.58 per $1,000. 


Increased insurance available 
through Family Income Riders. 


Brokerage Inquiries Invited 
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fered. They seem particularly apprecia- 
tive of the fact that the company is 
mindful of the quality of their work 
and has taken sufficient interest to check 
up on it. 

An examiner in Salt Lake City wrote, 
“In all my experience as an exam- 
iner, this is the first time any company 
has taken me into their confidence and 
written me fully, as you have, and I 
appreciate it.” 

Another from Illinois said, “I was 
very interested and happy to get your 
letter in which you gave me the record 
of my past examinations with your com- 
pany. I presume all companies make 
these analyses of their examiners but 
this is the first time I have ever been 
told anything concerning this analysis.” 

Another said, “I was especially appre- 
ciative of your comments regarding the 
tendency toward rounding off of the 
blood pressure figures. Upon your call- 
ing this to my attention, I reviewed my 
records on just my obstetrical cases for 
the past year and noticed the same ten- 
dency. I shall pay special attention to 
this in the future.” 

Another said, “Thank you so much 
for this kind, personal letter. It is the 
first time in over 25 years of practice 
and at least 15 insurance companies I 
am exarniner for that I have received an 
analysis of my work.” 

A doctor in Maine said, “Thank you 
so much for your letter of January 4th. 
It was most helpful, and showed me the 
error of my ways.” 


Would Like Letters Oftener 


Another said, “I want to thank you 
for your letter of criticism of my exami- 
nations for the Northwestern. I think a 
review such as you have done is very 
much worth-while. I think if it were 
done more often and a letter written, it 
would be of great benefit.” 

A doctor in Nebraska said, “Let me 
express my appreciation to you for writ- 
ing me concerning the information you 
are seeking. This is the first time in 
almost 28 years I have been making life 
insurance examinations that any medical 
director of the companies I examine for 
has expressed any interest in my work 
as a local examiner. I feel that your 
interest in me and your other examiners 
is genuine and commendable. I can as- 
sure you that I feel your criticisms are 
honest and are given in the spirit of 
helpfulness.” 

(CONTINUED ON NEXT PAGE) 





H. Warren Rich- 
mond, whose promo- 
tion to superintend- 
ent of the life ac- 
counting division of 
Travelers was an- 
nounced last week, 
started with the com- 
pany in 1926 at Phil- 
adelphia and went 
to the home office in 
1926 as assistant su- 
perintendent of that 
division. 





Write: 
James G. Ranni, President 


Miami, Florida 





FLORIDA COMPANY SEEKS 
DIRECTOR OF AGENCIES 


Company seeks man 35 to 50, with Ambition and Creative Imagination, 
to establish General Agencies in Southeastern States. Must be aggressive 
and willing to work hard for the first few years. Company has outstand- 
ing Board of Directors of National prominence and expects to operate 
nationally. Its running mate, a Casualty Company, now operates in 25 
states. Life Company will write all life lines except Industrial. 


Company starts with $1,000,000 in premiums first year in Credit Life 
Field. Applicant with experience in Recruiting, Training, Programming 
and Business Insurance preferred. State minimum salary expected. Full 
information exchanged in strictest confidence. 


American Bankers Life Assurance Co. of Florida 
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HIGHLY COMPETITIVE SALES MERCHANDISE 
C. A LIBERAL COMPENSATION PLAN .. . INCLUDES 


3. A Non-Contributory Pension 
Plan 
4. Disability Benefits 


1. Free Hospitalization 


2. Group Insurance up to 
$6,000 


Four Decades of Progress 


1912 TO 1952 


1. An all time high in new sales, $116,000,000 in 1951 (includes re- 
instatements and revivals) 
Half a billion dollars of insurance in force 

3. Complete mutualization 


The completion and occupancy of our new $3,000,000 home office 
building 


The progress of Pan-American Life Insurance Company is meas- 
ured by the ability and success of its agency organization. 


For Information, Address: 
CHARLES J. MESMAN 
Superintendent of Agencies 


CRAWFORD H. ELLIS 
President 


EDWARD G. SIMMONS 
Executive Vice-President 


PAN-AMERICAN 


LIFE INSURANCE CO. 
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KENNETH D. HAMER 
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An examiner in West Virginia said, 
“I think this is a very good idea to 
communicate personally witk the ex- 
tion as far as your company is con- 
cerned. I appreciate your comments 
and I am sure other examiners feel as 
Lip.” 

A Kentucky man wrote, “This is the 
first letter of its type I ever received, 
and I do life insurance examinations for 
several other major companies. Thanks 
again for receiving a little feeling of 
personal touch from a large organiza- 
tion.” 

An examiner from Denver said, “It is 
always a pleasure to know end results. 
So much of insurance work is done with- 
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In 1728, Pierre Fouchard wrote 
the first textbook on dentistry. 
By thus gathering together ex- 
isting knowledge of dental 
practices, he helped make den- 
tistry a profession. 

No profession has advanced 
more rapidly, Dentists of today 
command the most advanced 
methods and means for restor- 
ing and preserving teeth and 
practicing preventwe dentistry. 

Our hat is off to your dentist, 
who is doing so much for the 
future security of your teeth by 
skillful attention to them now. 


MEET ANOTHER EXPERT 
IN FUTURE SECURITY 
Like the dentist, the Mutual 
Benefit Life man’s chief con- 
cern is future security for clients. 
With his Analagraph, for ex- 


ample, he can map out a finan- 


THE 


MUTUAL BENEFIT LIFE 










He helped make 
dentistry a profession 


INSURANCE COMPANY @ 


300 BROADWAY, 


out knowing what happens that it is 
hard to evaluate oneself.” 

An examiner in Mason City, Ia, 
wrote, “I am certainly pleased to know 
that the Northwestern Mutual is taking 
so much interest in the examinations 
done by individual doctors, which indi- 
cates to me the company is following 
the very best policy in keeping the 
proper relationship with its examiners.” 

One of the examiners at Waterloo, 
Ia., wrote, “I certainly feel that it is 
very stimulating to the individual ex- 
aminer to know positively that there is 
a thorough check on his work and an 
occasional survey.” 

A very high grade examiner from 


cial course that will assure you 
a future free from financial 
worry. He has tools and plans 
so flexible that he is ‘able to 
select just the right plan every _ 
time. 





PROFESSIONAL AID 
TO THE DENTAL PROFESSION 





Many dentists have obtained 
from the Mutual Benefit Life 
man expert diagnosis of and 
professional attention to their 
financial problems. He is al- 
ways available to help them 
construct a plan tailor-fitted to 
their unique requirements. 
Giving so freely of his time 
to build future security for 
others, the Mutual Benefit Life 
man has earned for himself a 
respected place in his com- 
munity. He likes his work and 
has the tools to do a good job. 
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ORGANIZED IN 1848 


NEWARK, NEW JERSEY 















Boston said, “I believe any conscien- 
tious, honest examiner welcomes criti- 
cism and suggestions from a medical 
director, and takes pride it receiving a 
letter from the medical department ‘such 
as I have had from you. I feel that any 
examiner is entitled to and should know 
the results of his work and what sug- 
gestions the medical department might 
have in regard to his work.” 

An examiner in Ohio wrote, “I think 
this letter of yours is a darn good idea.” 

A very active $100,000 examiner in 
Connecticut wrote, “It is valuable for 
us to hear from the medical department 
once in a while. I realize the size of 
your task — nevertheless we should get 
the home office point of view more fre- 
quently. It would keep us more on 
our toes.” 

A Chicago man wrote, “I think this 
is a very fine technique that is done by 
too few companies.” 

A long-time examiner wrote, “It is 
gratifying to know that one’s work 1s 
being scrutinized with the thought of 
giving some assistance when needed.” 

An examiner from Maryland wrote, 





Promotion Chiefs 


E. F. Karam A. D. Sileo 


As reported last week, Edmond F. 
Karam, as supervisor, and Alfred D. Sileo, 
us assistant supervisor, will head United 
States Life’s expanded sales promotion de- 
partment which will be responsible for 
direct mail, brokerage material, agency 
house organs and all other promotional 
material. 

Mr. Karam before joining U. S. Life in 
1948 was a member of the Eastern Under- 
writer editorial staff and Mr. Sileo for- 
merly was advertising manager of Union 
Labor Life. 





WHICH Way 





“Your letter of Jan. 23, 1952, was indeed 
a pleasant surprise as it was the first of 
this nature that I have ever received, 
I have often been curious as to how 
my examinations ‘stack up,’ and your 
survey has certainly answered my ques- 
tion as far as your company is con- 
cerned. I appreciate your comments 
and I am sure other examiners feel as 
I do.” ; 

Realization of the time that would be 
involved is the one big reason why many 
companies have refrained from making 
use of any evaluation system but it is 
no doubt also true that some may have 
held back because they thought the 
project “would bring more aches to a 
head already aching from the vexing 
day-to-day problems of a medical de- 
partment and conceivably would cause 
hard feelings among the examiners,” 
said Dr. End, but he emphasized that 
Northwestern’s experience has indicated 
there should be no concern on this 
point. 

“So that our field force will know that 
we occasionally do something besides 
sit in our offices and concoct schemes to 
decline more cases, we write to each 
general agent after the letters have gone 
out to the examiners in his area and 
inform him as to what has been done,” 
said Dr. End. 


HELPS THE FIELD 








“We stress that we have attempted to 
demonstrate to our examiners the ad- 
vantages of close cooperation between 
the agents, examiner and home office 
staff to insure the thoughtful considera- 
tion of the interests of all concerned. 

“Since reobservations are a bugaboo 
to most agents, we tell them that we 
have impressed upon the examiners the 
desirability of performing careful work 
at the time of the original examination 
so as to avoid the necessity for re- 
checks whenever possible.” 

Of the 9,354 appointed examiners on 
Northwestern’s list, about 24% perform 
enough examinations to justify an eval- 
uation of their work. Based on experi- 
ence to date, Northwestern estimates 
that perhaps 2,300 evaluations would 
put the company on a current, up-to- 
date basis. The medical department has 
completed something more than 50% of 
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WILL THE WIND BLOW? 














HAT’S often impossible to predict, just 


+ it’s often impossible to predict in 
advance the policy that will best meet a 
prospect’s requirements. But Indianap- 
olis Life agents are fortunate in having a 
quality series of modern, liberal, low-cost 
policies to fit any situation from birth to 
age 65—no matter how the wind blows. 
Outstanding policy examples include the 
Progressive Estate Policy for juveniles 
..- . the special Business Men’s Policy 
combining low initial cost with low net 
cost ... and the unique Family Protection 

Ee rider. Write for details. 


INDIANAPOLIS LIFE 


INSURANCE COMPANY 
Mutual—Established 1905 


INDIANAPOLIS 7, INDIANA 
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this number. After the total number has staff but the repeat study should ‘be of 
peen evaluated, it will then have to extreme interest and should open -up 
evaluate only the relatively active new some new avenues of-investigation, such 


examiners after they have been ap- as checking the previously evaluated ex- . 


inted a year. This would be perhaps aminers with the objective of determin- 


0 ‘annually. 
: has. benefited the individual examiners 
Favors Continuous System and whether the knowledge that their 
“Since the examiner situation of a work is being reviewed will serve as a 
company needs attention, not frequently beneficial stimulus to the examiners as 
but constantly, I feel quite strongly that a whole.” — ‘ 
this system should be a continuing one, In preparing his-paper Dr. End wrote 
so that an over-all territorial evaluation to many of the major companies to get 
might be initiated every five years or an idea of their practices in connection 
so,” said Dr. End. “This interval will with evaluating the work of their medi- 
probably be determined by the stamina cal examiners. He received replies from 
and perseverance of the home office 51 companies. Of these, 20 reported that 


ANSW it lor 


the AGENCY MINDED 
LIFE UNDERWRITE 


Yr % 


they used no evaluation system. Five | 


companies said they formerly had used 
such a system but had not felt the re- 
sults justified the expenditure and time. 
One of these is thinking of reinstating 
the previously used plan if their per- 
sonnel picture improves. Two com- 
panies are thinking of instituting such 
a system as soon as they can get the 
details worked out. 

The remaining three companies use 
some form of evaluation system. Six- 
teen companies carry on a more or less 
continuing system. Ten of these did not 
} comment whether or not a letter is writ- 
ten to the examiners so presumably they 
do not write. Six companies write to the 
examiners, four doing so where they 
think the circumstances justify it, while 
the remaining two companies follow a 


QUALITY murtuAL 


COMPANY 


Best's Highest Rating 

Over Half Century Old 
Over $350,000,000. Insurance 
Over $115,000,000. Assets 
Over $9,500,000. Surplus 
Full: Level Premium Plan 
Sub-Standard Issuance 

Very Low Net Cost 


evaluation with individual letters to 
every examiner whose work has been 
studied. 


SPECIAL SITUATIONS 








The other 15 companies evaluate their 

examiners only on special occasions, ap- 
parently most often when the under- 
writers notice a tendency toward care- 
lessness, or when a missed impairment 
causes suspicion of the quality of the 
examiner’s work, or when consideration 
is being given to. the elevation of the 
examiner to a special classification. Five 
of this group of companies write to the 
examiners if they think a letter is indi- 
cated. 
About one-third of the replies re- 
ceived indicated that the writers felt 
personal visits with the examiners con- 
stituted a much more effective means 
of appraising their ability, interest, and 
the like, than a system such as North- 
western uses. Northwestern makes an 
effort to have its medical department 
people visit its active examiners in the 
communities where they attend agen- 
cies’ meetings but the company has not 
yet deemed it feasible for the staff to 
make special visits to all examiners peri- 
odically. 


Helps Public Relations 


“From a public relations viewpoint, I 
am sure that visits do a world of good 
and by bringing about friendships be- 
ars tween the examiner and_ home office 

C F N T RA L [ | F E staff no doubt increase efficiency,” said 
Dr. End. Bice erga: I Leshsaices 
am not convinced that we can accurately 

ASSURANCE COMPANY appraise a doctor’s ability on the basis 
4o, DES MOINES, IOWA of a visit in his office. I admit, how- 
1896 1952 ever, that this thought, as well as our 
A MUTUAL COMPANY method of using agents’ suggestions. for 

One cf Ihe bes} examiner appointments, is a highly con- 


. troversial subject.” 
(CONTINUED ON PAGE 19) 


QUALITY compensation 


Generous for Underwriter 
Unusual General Agency Plan 
A Fine Retirement Plan 
Very Well Vested 


QUALITY Taine 


Home Office Schools .  « for 
New Life Underwriters 
General Agents _ 

Refresher Training Schools 
At Company Expense 


QUALITY terrionies 


Often possible ... for 

An Agency Minded Man 

Who wants to build 

A Compact Quality Agency 
Write to 





A REAL OPPORTUNITY 
An Assistant General Agent for a large, well- 
established, 40-year-old Ohio city agency. Early 
promotion assured. Write, giving qualifications 


Box M-78 
The National Underwriter 
175 W. Jackson Blvd. Chicago 4, Ill. 
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procedure practically identical with that | 
used by Northwestern, that is, routine 











The Twin Salesman 


is Great Southern's answer to planning 
productive interviews for their Great 
Southerners. A modern, effective direct 
mail service, the Twin Salesman persua- 
sively presents Great Southern protection 
to prospects and policy-owners . . . stimu- 
lates their interest in life insurance protec- 
tion for specific purposes...paves the way 
for personal presentations that mean more 


closed cases for Great Southerners. 


GREAT SOUTHERN 
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HOME OFF!CE HOUSTON 1. TEXAS 
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EDITORIAL 


COMMENT 





Trend to Multiple-Line Agents? 


Are there maybe some important 
changes ahead for the traditional meth- 
ods of merchandising life insurance? We 
have no inside dope but in the course of 
reporting what goes on in the life insur- 
ance business we can’t help being im- 
pressed by certain developments that 
might well add up to something pretty 
far-reaching for life insurance distribu- 
tion. 

Maybe we're just being taken in by 
insufficient evidence, so we'll let you 
judge for yourself. Here are some of the 
things taken together may or may not 
be symptomatic: 

1. Life companies are seeking to de- 
velop business from general insurance 
men as never before. The companies 
that have done it right along are going 
at it with renewed vigor, ingenuity, and 
extensiveness. Some companies that have 
not done brokerage business in recent 
years or never taken it all are consider- 
ing it. This upsurge of interest in brok- 
erage business is due largely to the dis- 
couragingly high cost of financing new 
full-time life agents, plus the rapidly 
spreading realization that brokerage 
business can be good ‘business and eco- 
nomically obtained if a company goes 
at it right. Plus a realization on the 
part of general insurance men that they 
can make themselves a nice piece of 
income by selling life insurance. 

2. Dr. S. S. Huebner, revered life in- 
surance educator and for many years 
president of the American College, re- 
cently advocated at the closing session 
of the C.L.U. Institute at University of 
Connecticut that the professional insur- 
ance man handle all phases of his client’s 
insurance rather than being a specialist 
either in life insurance or in the prop- 
erty-liability lines. This is not a new 
stand for Dr. Huebner, but it was the 
first time he’d uttered it at a public 
gathering and it has made quite an im- 
pression on life insurance people, many 
of whom had taken it for granted that 
Dr. Huebner’s concept of the “profes- 
sional” insurance man would be one de- 
voting his time exclusively to life insur- 
ance or to property-liability coverages. 

3. The continuing high turnover of 
new life insurance agents, though con- 
siderably improved since the Temporary 
National Economic Committee took the 
life insurance business to task about it 
a dozen years ago, is still a major un- 
solved problem. How far the problem 
is from solution may be judged from the 
fact that L.I.A.M.A. studies indicate 
that the turnover actually ought to be 
higher and faster than it is—that more 
agents should be fired sooner, for the 
good of the agency, the company, and 


the agents themselves. 

4. Companies that for years were 
purely life insurance purveyors have 
broken away from that role to go into 
the A. & H. field, partly to give their 
policyholders a more complete insurance 
service, partly to stave off government 
invasion of the A. & H., hospitalization 
and medical expense field, but mainly 
to give their agents a new and quicker- 
to-sell type of business to augment their 
commissions from life insurance. 

5. Group insurance in various forms, 
including pensions, has narrowed the 
market for the agent selling mainly in- 
dividual insurance; yet mass coverages 
have achieved too important a place to 
leave room for drastic curtailment as a 
realistic remedy for the agent’s plight. 

6. As companies put more and more 
money into educating and training each 
new agent, the problem of keeping him 
from being proselyted becomes increas- 
ingly serious. 

Are these developments just isolated 
phenomena, having no relationship to 
each other? Or do they maybe add up 
to something? Is it possible that, taken 
together, they mean that the day of the 
all-round insurance practitioner, han- 
dling all phases of his clients’ insurance, 
is closer than most insurance people 
think? And that when it comes it will 
be at the instance of the life companies 
and not in spite of them? 

Is such a trend—if it exists—a salutary 
one or not? We don’t profess to know 
but such indications as there have been 
open the door to some fascinating spec- 
ulations. First of all, what would be the 
probable effect on the present well-estab- 
lished successful producer? Very slight, 
we think. As Dr. Huebner said in his 
C.L.U. Institute talk, there will always 
be a place for the strictly life insurance 
specialist along with the general prac- 
titioner of insurance, just as there are 
medical specialists and general practi- 
tioners. And, as a practical matter, a 
great many outstanding life insurance 
agents already handle a_ substantial 
amount of general insurance business. 
For them, it would just be a matter of 
the procession catching up with them. 

Anyway, nothing in the indications 
that have been cited points to any lessen- 
ing in the popularity of the successful 
life-only agent. He is too rare a jewel 
for any agency department to sell short. 

How would the multiple-line approach 
affect sales? Presumably favorably, or 
no company that tried it would stick 
with it very long. But there’s no guar- 
antee that the system would work equally 
well for all companies that essayed it 
nor that it would work at all for some. 


In general, there would be the question 
whether the general insurance man’s 
“in” with his clients, due to his more 
frequent contacts and perhaps personal 
friendship, would be sufficient to take 
the place of his lack of “salesmanship” 
in the usual life insurance sense. 

What would be the effect on turnover 
among producers? The general insur- 
ance man isn’t usually faced with the 
problem of getting enough in the way 
of life insurance commissions—or ad- 
vances—to live on as the alternative to 
quitting the business. Would this con- 
sideration be sufficient to offset the lower 
per-man production normally to be ex- 
pected of a broker who is getting a large 
share of his income from general insur- 
ance lines? 

But what would happen if brokerage 
business should become so aggressively 
sought after that there would not be 
enough good general insurance men to 
go around? Is it conceivable that some 
life companies might do what many are 
already doing with A. & H.—set up gen- 
eral insurance departments and operate 
more or less like some of the present 
multiple-line companies? Or rather than 
going into the general insurance business 
might they encourage their new agents 
to go after general insurance business, 
perhaps even arranging a connection 
with some good general insurance 
agency? Obviously, any such move 
would depend on whether the company 
felt the effect on turnover and agent 
morale would be sufficiently favorable 
to offset the reduced volume per agent 
that would result from his dividing his 
time between life and general lines. 

It might seem strange to see life com- 
panies deliberately encouraging their 
new agents to handle all lines of insur- 
ance, but it was not so long ago that 
some of the companies now pushing 
A. & H. were emphatically opposed to 
letting their agents sell anything but life 
insurance and annuities. 


On the score of immunity to proselyt. 
ing, the general insurance man ranks 
high with those who seek brokerage 
‘business. For the most part he produces 
a substantial volume of life business byt 
not enough to make him an obvious 
target for a rival life company that is 
out to latch on to a ready-made star. 

The rapid expansion of Great - Weg 
Life’s business in recent years through 
systematic intelligent cultivation of brok- 
erage sources has been an eye-opener to 
many agency executives who have been 
concerned about the difficulty of getting 
full-time life agents and the high cost of 
financing those that are hired. Many 
other life companies, of course, have de. 
veloped a large volume of sound business 
through general insurance men but the 
spectacular success of Great-West Life 
has encouraged many companies that 
might otherwise have been dubious about 
its possibilities, according to one execu. 
tive—not a Great-West man, incidentally, 

Bankers National Life has long 
stressed development of life business 
from general insurance men. In fact, 
most of its agents are general insurance 
men. The company finds this system 
ideally adapted to its situation and far 
less costly than building up a sales force 
of life-only producers. 


Simplified, and perhaps oversimplified, 
the question for the life insurance busj- 
ness generally appears to be: In develop- 
ing new production sources, is it more 
economical to look to men who will de- 
vote their entire time to life insurance 
and—if the company sells it—A. & H, 
or to seek a like volume from a larger 
number of multiple-line producers? - In 
spite of the various developments we 
have cited, the answer won’t be the 
same for all companies. But it is appar- 
ent that never before were there so 
many companies so keenly interested in 
getting a realistic answer applicable to 
their particular situations. 

What do you think about it? 








PERSONAL SIDE OF THE BUSINESS 





Kenneth T. Sato, general agent at 
Los Angeles, and Samuel Farber, man- 
ager at San Francisco, as reported in 





K. T. Sato Samuel Farber 


last week’s issue, are the first California 
appointments of United States Life. 
Mr. Sato started in insurance in 1946 


as an agent at Denver, and formerly 
was with Occidental of California. Mr. 
Farber, at one time with Penn Mutual 
Life, went with U. S. Life in 1947 as 
brokerage supervisor in the New York 
area. He started in the business in San 
Francisco in 1946. 


Gerald J. Wright, general agent of 
State Mutual Life at Kansas City who 
was seriously injured in an automobile 
accident in southern Missouri while on 
a fishing trip about a month ago, is mak- 
ing satisfactory recovery. He has been 
moved from Springfield, Mo., to St. 
Mary’s hospital at Kansas City. He lost 
an arm and suffered a severe concussion 
of the brain. 

H. O. Fishback, Jr., vice-president of 
Northern Life of Seattle, is making an 
excellent recovery following the serious 
accident which he sustained at the time 
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of the convention of Washington Assn. 
of Insurance Agents at Yakima. 

Mr. Fishback had arisen about 5 a. m. 
He tripped over a lamp cord which was 
stretched across his hotel room and 
plunged three floors below to an alley. 
Fortunately, he fell feet first. He suf- 
fered a fractured left leg and hip, two 
fractures of the pelvis and a right heel 
fracture, as well as a head contusion. 

Mr. Fishback is confined to St. Eliza- 
beth Hospital, Yakima, and it is ex- 
pected that he will remain there until 
about Oct. 1. He will be bedridden for 
many weeks even after his return to 
Seattle. 

Howard S. Wilson, president of Bank- 
ers Life of Nebraska, is to be married 
Sept. 15 to Mrs. Louise Baker, Chicago 
author who just recently resigned as 
director of information for National 
Society for Crippled Children & Adults. 
They will go on a 40-day South Ameri- 
can cruise. Mr. Wilson is a member of 
the executive committee of the trustees 
of Society for Crippled Children & 
Adults. Mrs. Baker is the author of 
two best sellers and a potential third 
one. Her first, “Party Line,” was sold 
to 20th Century Fox, appeared in Read- 
er’s Digest, and was presented in radio 
dramatization on Cavalcade of America. 
The second, “Out on a Limb,” appeared 
in Cosmopolitan, Omnibook and the 
pocketbook edition of This Is America. 


DEATHS 











HAMILL N. LESLIE, 59, associate 
publisher of the Insurance Record, 
Dallas, died of a heart attack at Marlin, 
Tex., where he had gone for the Labor 
Day holiday. He had been associated 
with his brother, John C. Leslie, in the 
development of the Insurance Record 
since shortly after it was founded in 
1934. 


CHASE CONOVER, who headed 
the insurance accounting and consult- 
ing firm of Chase Conover & Co. at 
Chicago, and who was former chief 
examiner of the Illinois insurance de- 
partment, died Sunday at Henrotin hos- 
pital at Chicago. He thad entered the 
hospital five days earlier because he 
felt poorly, but his death was entirely 
unexpected. His age was 48. The Con- 
over firm acts as the statistical office 
on Illinois business for the admitted 
underwriters of London Lloyds. Mr. 
Conover came from Virginia, IIll., and 
went into the Illinois insurance depart- 
ment in 1922 as an examiner. At that 
time his uncle, Clifford Ireland, was 
superintendent of insurance when the 
insurance department was a division 


of the department of trade and com- 
merce. He served as chief examiner 
under Insurance Director Ernest Palm- 
er, and in 1935 left to organize his own 
accounting firm. Chase Conover & Co. 
acts as consultant to a number of state 
insurance departments. 

Mr. Conover was a director of Society 
of Actuaries in Public Service and had 
been one of the organizing directors in 
connection with the founding of that 
group some three years ago. 

HAROLD C. NOLTING, associate 
manager of Equitable Society, died at 
Syracuse, N. Y. He was with the com- 
pany 42 years and had been at Syracuse 
17 years. 


OBSERVATIONS 


Making Premium Load Bearable 


A fire insurance executive remarked 
the other day that with the cost of liv- 
ing at an all-time peak, those who carry 
insurance, of whatever kinds, are be- 
coming increasingly sensitive to the pre- 
mium load and particularly when pre- 
miums are irregularly spaced and for 
quite widely varying amounts, as is 
usually the case. He mentioned the use 
of salary allotment plans for paying 
life insurance premiums, but feels that 
an effort should be made by insurance 
companies to get employers to set up 
plans so that employes could pay for all 
their insurance by level-amount deduc- 
tions from salary each month. 

This executive pointed out that such 
a plan would be a much appreciated 
service to most insured as a way of 
smoothing out the peaks and valleys 
in the average employe’s insurance pre- 
mium payments. It wouldn’t reduce the 
over-all load but would at least elimi- 
nate those recurring sensations of 
bankruptcy. 

The proposal would of course make 
more work for the employer’s already 
overburdened accounting department 
but such departments are already geared 
up to take care of numerous other types 
of deductions. In many corporations 
the extra work of paying insurance 
premiums for employes might well be 
considered a cheap investment in bol- 
stering employe morale. With the more 
general use of machine accounting and 
evolution of new methods of mechan- 
ization, it seems likely that systems 
of taking care of employes’ premium 
payments on a salary allottment basis 
could be worked out without too much 
of a load on the accounting department 
and to the very real advantage of the 
employes. 
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U.S. LIFE... 
a Better Life to Live! 


The Red Cross is engaged in a program to train 
20,000,000 people in First Aid work ...a front line 
force to abate the consequences of flood, fire, famine, 
hurricane and other unpredictable disasters. 


The job is great. The need is urgent. Now, as never 


tivities by giving to the Red Cross! Now is the time 
to develop the natural strength that is a bulwark 
against disaster. There’s nothing like it on earth... 
Nothing like the United States of America, either. 
xkx** 

Life Insurance agents have a part in helping the American 
people to keep U.S. Life... A Better Life to Live! 

a Agents will be interested in the selling opportunities pre- 
sented by United States Life’s complete policy coverage. 
Ask about our Centennial Income Policy. 
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R. F. Hatfield Named to High 


| Northwestern Nat'l Post 


Rolland F. Hatfield, director of re- 


| search of the Minnesota department of 
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taxation since 1940, 
has been named 
executive assistant 
of Northwestern 
National Life. He 


new duties Oct. 1 


rection of George 
W. Wells, presi- 
dent. 

During army 
service in the last 
war, Mr. Hatfield 
was assigned to 
General Mac- 
Arthur’s headquarters in Tokyo and su- 
pervised all financial activity of the Im- 
perial Household. In 1949, while on 
leave from the department of taxation 
for four months, he was a member of 





R. F. Hatfield 


an integrated tax system for Japan. He 
formerly was on the staff of the College 
of St. Thomas, and in 1939 and 1940 
served as technial adviser to the Minne- 
sota resources commission. 





Hoard Retires: Name Barr 
Successor at Paul Revere 
Robert F. Hoard, agency secretary 


| of Paul Revere Life, has retired after 28 
| years with the company. He will be 


succeeded by William Barr, Jr., who has 
been associate secretary since early this 
year. 

Mr. Hoard is a veteran of 46 years in 
the business. He entered it in 1906 and 
subsequently represented Occidental of 
N. C., Acacia Mutual and Jefferson 
Standard in sales and supervisory capac- 
ities. He joined Massachusetts Protec- 
tive, affiliate of Paul Revere, in 1924 as 
a supervisor at Richmond. For a num- 
ber of years he served as director of 
agencies with headquarters at Chicago. 
He was made agency secretary in 1945. 





London Life Appoints Bell 


London Life has appointed Wray M. 
Bell underwriting executive to succeed 
the late H. R. Laurie. Mr. Bell joined 
the company in 1927, and became assist- 
ant actuary in 1934. He has been asso- 
ciate underwriting executive since 1946. 
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He is a fellow of the Society of Acty- 
aries. ; 


Home Life Advances Rouffa 





Home Life of New York has appoint. - 


ed Robert S. Rouffa assistant actuary, 
Mr. Rouffa joined the actuarial depart- 
ment in 1950; and became actuarial as- 
sistant last year. He‘is a graduate of 


Massachusetts Institute of Technology, 


and a veteran. 


Named Assistant Secretary 


Occidental of California has appointed 
A. B. Halverson assistant secretary for 
group. Mr. Halverson had been assist- 
ant controller since 1946. He joined the 
company in 1936. 











COMPANIES 


Campaign Honors Adams 


The field force of Ohio State Life 
Sept. 8 will launch its annual President's 





campaign in honor of Claris Adams. The. 


campaign, which will ‘be under the gen- 
eral direction of Superintendent of Agen- 


cies Howard W. Kraft, will close Oct. : 
31. The agency making the largest gain 


over its prescribed quota will be pre- 
sented the President’s Trophy. 


Own 80%, of Postal Stock 

Bear, Stearns & Co., New York 
City investment firm, recently purchased 
a block of stock representing 8%4% of 
the outstanding capital stock of Postal 
Life from H. B. Cantor, president of the 
Hotel Governor Clinton, largest minority 
stockholder in Postal. Earlier this sum- 
mer Bear, Stearns and Pennroad Corp. 
jointly purchased 72% of Postal’s stock. 
The Bear, Stearns group now owns 80% 
of the outstanding capital stock. 








Name Examining Committee 


Five prominent business and _ profes- 
sional men from various parts of the 
country have been appointed to the 1952 
examining committee of policyholders of 
Northwestern Mutual Life. ~ 

On the new committee are John T. 
Menzies, Baltimore, president Crosse & 
Blackwell Co.; Samuel J. Campbell, 
president Kable News Co., Mount Mor- 
ris, Ill.; Dr. Carl Eberbach, Milwaukee 
surgeon and clinical professor of sur- 
gery at Marquette University; Arthur 
E. Pew, Jr., director and former vice- 
president of Sun Oil Co., Philadelphia, 
and Horace M. Benstead, vice-president 
and secretary of Western Printing & 
Lithographing Co., Racine, Wis. 





Connecticut Mutual Life’s 1953 cal- 
endar will feature contemporary Ameri- 


~ RECORDS 


Insurance in force for Jefferson Stand- 
ard Life has reached $1,100,000,000, a gain 
of $100 million since June of last year. 

Sales of new insurance of Northwestern 
Mutual Life in July were the highest for 
that month in its history. The total paid- 
for was $44,193,000, 12% over the previ- 
ous high July in 1946 and 31% above last 
year, Leading general agents were B. J. 
Dolwick, Cleveland; C. R. Eckert, De- 
troit; J. Lowell Craig and Willard L. 
Momsen, Milwaukee, and Clyde O. Law, 
Wheeling, W. Va. The seven-months 
was the second highest with $290,206,- 
000, within 3% of the similar 1947 period. 
Leaders were Messrs. Momsen, Craig and 
Eckert, Jamison & Phelps, Chicago, and 
J. B. Mage, Los Angeles. 

Pacific Mutual Life’s writings of new 
ordinary life insurance in July showed & 
35% gain over the corresponding period 
a year ago. Gains in the A. & H. field 
also are recorded. 
21% more agents producing today than 
at the same date in 1951. 

Insurance in force for Liberty Life 
through June totaled $513,108,317. 1 
assets reached $60,306,459, and capita 
and surplus rose to a record $6,693,617. 

Pacific Mutual has made a net increase 
in ordinary in force during the first six 
months of 1952 of more than double the 
1951 figure. Total life in force now stands 
at $1,272,000,000, 
of group. 
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LIFE AGENCY CHANGES 





R. G. Wall to S.F., 
Munro to Oakland 
for Union Central 


As part of a California agency expan- 
sion move, Union Central Life has ap- 
pointed Robert G. Wall, leading per- 
sonal producer for the company in 1951, 
manager at San Francisco. Don W 
Munro, who has been manager there 
since 1946, has been placed in charge of 
4 newly-opened agency at Oakland. 

A life and qualifying member of the 
Million Dollar Round Table, Mr. Wall 





R. G. Wall 


D. W. Munro 


has been on the company’s “$500,000 
Club” roster for eight years and cur- 
rently is president. In May, 1951, he 
set what then. was a company record 
for the largest volume of new business 
on life plans closed by any agent in a 
single month. It amounted to $875,000, 
all written on the ordinary life policy. 
His total Union Central production last 
year was $2,244,594. He is a frequent 
contributor to the company’s sales mag- 
azine and often has appeared as a speak- 
er at the Union Central conventions. 
He started at New York City in the 
same agency in which his father had 
represented Union Central. 

Mr. Munro received his first life in- 
surance experience while in high school, 
and sold life insurance during his college 
days. He joined Union Central as as- 
sistant manager at San Francisco in 
1941, became acting manager there in 
1946, and manager shortly after. 





Bay Now Ass‘t Manager 


Maturin B. Bay has been named assist- 
ant manager of the Sidney A. Kent 
agency of Prudential at Chicago. 

Mr. Bay entered the business in 1929 
and until the last war he was an inde- 
pendent broker and a partner in the 
Chicago insurance firm of Riddle & Ray. 
Following naval service he joined Pru- 
dential’s La Salle agency at Chicago, 
was promoted to assistant manager in 
1946 and to associate manager in 1949. 
Later that year he went with the Frank 
agency of State Mutual Life at Chicago 


“Fine Business Stationery 
is Watermarked 


Fok River 
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“Say it” on Fox River cotton-fiber paper, and it 
will always be there! Cotton-fiber assures per- 
manence for policies, special settlements, office 
forms, all vital correspondence. Hardest file- 
handling hardly shows. Stays white for years 
++ has that currency-feel that makes an impres- 
sion of stability. Ask your printer for bond, 
Onion skin, or ledger samples... . or write 
FOX RIVER PAPER CORP., Appleton, Wisconsin. 
Makers of fine papers since 1883. 














as associate general agent. He has been 
with the Kent agency for about a year. 


Pittman Named to Head New 
General Agency at Tampa 


Occidental of California has named 

. S. Clair Pittman general agent for 
the new agency at 306 Tampa Theatre 
building, Tampa, Fla. 

Mr. Pittman was formerly with State 
Mutual Life. He entered the business 
with Life of Virginia. He is a past di- 
rector of Tampa Assn. of Life Under- 
writers, and former representative at 
Tallahassee. He is a graduate of Uni- 
versity of Tampa. 


Graber to Waukesha Post 


James D. Graber, assistant educational 
director of the Northwestern Mutual 
Life, has been appointed district agent 
for Waukesha county, with headquarters 
at Waukesha, Wis. Mr. Graber entered 
the business in the Stamm agency at 
Milwaukee in 1946 after serving in the 
air force. The following year he became 
assistant to Harold W. Gardiner, educa- 
tional director, at the home office and 








aided in the development of the com- 
pany’s educational program for agents. 





Bankers of lowa Names Dean 
General Agent at Spokane 


Bankers Life of Iowa has appointed 
Ray J. Dean manager at Spokane to 
succeed S. H. 
Bright, who returns 
to personal produc- 
tion. 

Mr. Dean joined 
the company at 
Madison, Wis., in 
1944, and became 
supervisor there in 
1949. He is past 
president and treas- 
urer of Madison 
Assn. of Life Un- 
derwriters. He re- 
ceived the National 
Quality Award, 
1948-51, and quali- 
fied for the company’s top production 
club, 1945-50. 


Ray J. Dean 





C. M. Jerdeman, district representa- 
tive of Business Men’s Assurance at 
Wisconsin Rapids, Wis., has been trans- 
ferred to Beaver Dam, Wis. 


Bowes, Joseph Become 
Newark Agency Partners 


C. Vernon Bowes, general agent for 
New England Mutual Life at Newark 








G. G. Joseph 


Cc. V. Bowes 


for 13 years, is taking George G. Joseph 
into partnership and the agency will be 
known as Bowes & Joseph. 

Mr. Joseph has been assistant superin- 
tendent of agencies. A navy veteran, 
he had sales experience before joining 
New England Mutual in 1946 as an 
agent at Toledo. He became a super- 
visor at Newark in 1949, was transferred 
to the home office as field assistant in 
1951, and made assistant superintendent 
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of agencies this year. He is a past presi- 
dent of Newark Life Supervisors Assn. 

Mr. Bowes entered life insurance in 
1923. He was an agent for Prudential 
at Utica for six years, and assistant 
manager for five years at Rochester be- 
fore joining New England Mutual as 
agency supervisor there in 1935. He was 
appointed general agent at Rochester in 
1935 and was transferred to Newark in 
1939. He was president of Northern 
New Jersey General Agents & Man- 
agers Assn. in 1949, 





Pilot Life Appoints Laney 
uss Pilot Life has ap- 
pointed E. L. Laney 
general agent at 
Jacksonville, Fla. 
Mr. Laney has been 
in the business as 
an assistant man- 
ager, home office 
regional manager, 
and manager, since 
1941. He was most 
recently manager 
for Prudential at 
Charlotte, N. C. 








Shirk Named General Agent 


Kansas City Life 
has named Paul E. 
Shirk general agent 
at Columbus. Mr. 
Shirk has been in 
the business since 
1946. He is a grad- 
uate of Ohio State 
University, and a 
veteran. 








Prudential has appointed Warren H. 
Risser staff manager for the Cherry 
Creek district at Denver. 











With the Greatest of Ease... 


Many highly desirable territories 
are open for agency appointment. 


NATIONAL CASUALTY COMPANY 


DETROIT 26, MICHIGAN 
Remember — It’s Easiest to Sell the Best! ' 


. .. you'll find that Na- 
tional Casualty policies sur- 
prise, surpass and satisfy— 
provide Accident & Health, 
Hospitalization and Medi- 
cal Care coverages unsur- 
passed for the Individual, 
Family, Franchise or True 
Group case. 





SALES MEETS 


Beneficial LileHelds 4 
Third Regional Convention 


Beneficial Life conducted its third 
and final regional convention for the 
year at McCall, Ida. The meeting, with 
over 150 producers and their wives jn 
attendance, was set for Sept. 8-1) 
Similar gatherings have been held at 
Pasadena, Aug. 18-21, and North Rim, 
Grand Canyon, Aug. 5-8. 

The recent Pasadena meeting featured 
panels on “Operating a Successful Busj. 





ness”; “Ideas that Will Help You Sell”. | 


“Building a House of Income”; “Thar’s 
Gold in Them Thar Businesses,” and, 
a panel for the ladies, “We're in Bugj- 
ness Together.” 

Home office officials attending the re. 
gionals include George J. Cannon, exer. 
utive vice-president; Virgil H. Smith, 
vice-president; Earle W. Peirce, vice. 
president and treasurer; Eugene P, 
Watkins, vice-president and _ secretary, 
and Clyde J. Summerhays, vice-presi- 
dent and director of agencies. 





300 Attend Southland Life 
Agency Rally in California 


More than 300 agents, managers and 
supervisors and executives of Southland 
Life this week are attending the annual 
agency convention at Coronado, Cal, 
The conventioneers, from Arkansas, 
Oklahoma, Oregon, Texas and Wash- 
ington, left Dallas Aug. 31 on a special 


. train for Coronado. The return trip is 


planned so as to afford as much sight 
seeing as possible. 

Opening of the convention coincided 
with the culmination of a_ president's 
birthday campaign honoring John W. 
Carpenter which resulted in new busi 
ness totals exceeding those for any pre- 
vious month in the company’s history. 

Guest speakers at the business meeting 
are Frank Bettger, author of “How | 
Raised Myself from Failure to Success 
in Selling,” and Alden C. Palmer, exec- 
utive vice-president of Insurance R. & RB. 

Speakers among the company’s field 
organization include Leonard J. Popma, 
Jr., Portland, Ore., and Edward H. Dyer, 
Fort Worth, Tex. Herman Ford, direc- 
tor of sales training, will be moderator 
of an agents’ panel consisting of Glenn 
Anderson, Victoria, Tex.; Wylie Boyle, 
Paducah, Tex.; E. A. Roesler, Oklahoma 
City; Charles S. Webster, Little Rock, 
Ark.; T. D. Whitaker, Tyler, Tex., and 
Harry Wood, Jr., Corpus Christi. 

The company will hold separate meet- 
ings for agents in the eastern seaboard 
territory of Maryland, Virginia, North 
Carolina and the District of Columbia. 





Two Mutual Trust Regionals 


Mutual Trust Life of Chicago has 
completed three-day regional meetings 
for eastern and western agency groups. 

The eastern meeting was at Bretton 
Woods, N. H. Speakers there were 
Raymond Olson, president, and Lewis 
3 Sams, vice-president of Retail Credit 

0. 
At the western meeting, held at Mack- 
inac Island, Mich., the featured speakers 
were O. I. Hertsgaard of Minneapolis, a 
company director, and Carlton Z. Hanor, 
regional manager at Chicago for Retail 
Credit Co. 





Mammoth L. & A. Ends Meeting 


Mammoth L. & A. recently concluded 
its midyear management conference at 
Walnut Hills, O. Home office speakers 
included J. E. Hankins, executive vice 
president; H. F. Jones, vice-president; 
George E. Mahin, assistant agency 4 
rector: L. W. Harris, chief accountant, 
and H. S. Wilson, director of education 
and research. 

Talks were also given by P. M. Grant, 
Sr., Chicago; W. A. Adkins, Memphis, 
and L. D. Jones and C. H. Norris, In- 
dianapolis. 
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ACCIDENT AND HEALTH 





H.& A. Conference 
Committees Named 


New committees of H. & A. Under- 
writers Conference have been named 
by Robert R. Neal, North American 
Accident, conference president. 

Due to considerable overlapping of 
activities and personnel, the hospital in- 
surance committee and the medical in- 
surance committee were combined this 
year to form the hospital and medical 
insurance committee. Don R. Hodder, 
Woodmen Accident is chairman and 
Howard LeClair, Mutual Benefit H. & 
A, vice-chairman. 

A new committee composed entirely 
of medical directors of conference mem- 
ber companies has been named with Dr. 
W. H. Scoins, Lincoln National Life, 
as chairman. It will act in an advisory 
capacity to the hospital and medical 
committee and the underwriting com- 
mittee. 

R. C. Knoblock, Washington Na- 
tional, heads the group committee, with 
these vice-chairmen: Association group, 
Paul S. Fisher, Continental Casualty; 
blanket, W. J. McGettigan, Security 
Life & Accident; compulsory cash sick- 
ness, E. C. Voigt, Lumbermens Mu- 
tual Casualty; franchise, Porter A. By- 
waters, Jr.. Employers Casualty; in- 
dustrial group, George C. Johnson, 
Hardware Mutual Casualty. Billedward 
Howland, Mutual Benefit & H. & A. 
is secretary. 

Other committee chairmen are: 


Planning, Frank L. Harrington, Mas- 
sachusetts Protective; finance, R. J. Wet- 
terlund, Washington National; agency 
management, Lyman C. Baldwin, Secur- 
ity Life & Accident; blanks, R. R. Haff- 
ner, Business Men’s Assurance; business 
standards, E. A. McCord, Illinois Mutual 
Casualty; claims relations, E. J. Faulk- 
ner, Woodmen Accident; conservation, 
F, L. Barnes, Ohio State Life; cost, G. M. 
Grady, Monarch Life; convention, L. L. 
Phelps, North American Life; disability 
insurance coordinating, R. L. Paddock, 
Time; education, C. F. Lee, Columbian 
National Life; legal, Dudley Porter, Jr., 
Provident Life & Accident; membership, 
E. J. Faulkner; memorial, Paul Clement, 


Minnesota Commercial Men’s; non-can- 
cellable, W. E. Wright, Pioneer Mutual 
Life; public relations, Young, 


Monarch Life, honorary chairman; F. S. 
Vanderbrouk, Monarch Life, chairman; 
social insurance, C. Norman 

Hoosier Casualty; special risks, 
Scott, Great American Reserve; standard 
provisions, Orville F. Grahame, Massa- 
chusetts Protective; statistical, J. H. 
Miller, Monarch Life; taxation, W. Rus- 
sell Arrington, Combined; underwriting, 
E. F. Brewer, Republic National Life; 
C. M. Barry, Ohio State Life, program 
chairman; J. T. Helverson, Washington 
National, chairman classification report 


subcommittee; E. B. Forsythe, Illinois 


Mutual Casualty, secretary. 


Set Disability Course for 
Sept. 22-24 at Cincinnati 


Cincinnati Assn. of A. & H. Under- 
writers and the International association 
will sponsor a Disability Insurance 
a Course at Xavier University, Sept. 

Talks will be given by Roy A. Mac- 
Donald, assistant director H. & A. Un- 
derwriters Conference, Chicago; Charles 
Ray, assistant manager A. & H. depart- 
ment Hoosier Casualty, Indianapolis; 
W. S. Steiger, general agent Massachu- 
setts Indemnity, Cleveland, and Super- 
intendent Robinson of Ohio. 

Carl Lane, field supervisor General 
American Life, St. Louis; Louis Fur- 
iss, manager of group department 
Inter-Ocean, Grand Rapids, Mich.; W. 
R. Dignan, broker, Cincinnati, and Don- 
ald A. Baker, managing editor of Insur- 
psa Salesman, Indianapolis, will also 

eak. 








Farm Bureau Medical Policy 


A new group medical expense policy 
designed to help people pay large medi- 
cal bills is being offered by Farm Bureau 
of Ohio. 

Maximum is $5,000 for each accident 
or illness. Coverage is available for 


a 


$2,000 or $5,000 with $100, $200, $300 or 
$500 deductibles. The policy will pay 
80% of allowable expense up to which- 
ever maximum is selected. 

Allowable expenses include hospital 
bills, ambulance service, surgeon’s fees, 
physician’s fees, special nurse’s fees, an- 
aesthetics, x-ray and laboratory exami- 
nations, physiotherapist’s fees, drugs 
and medicines, blood plasma, artificial 
limbs and eyes, casts and trusses, oxy- 
gen and oxygen equipment, rental of 
wheel chair or hospital-type bed, and 
rental of an iron lung. 


John Miller Slated 


J. H. Miller, vice-president Monarch 
Life, has accepted an invitation to par- 
ticipate in panel discussions of the prob- 
lem of financing medical care at hearings 
before the President’s Commission on 
Health Needs of the Nation, Oct. 7-8. 











Dr. Sykes Joins Kellam 


Dr. Lawrence G. Sykes, retired New 
York medical referee for Northwestern 
Mutual, has joined the John Kellam 
agency of National Life of Vermont to 
serve as agent and underwriting consult- 
ant in the New York City office. The 


agency’s main office is at New Canaan, 
Conn. 

Dr. Sykes began his long insurance 
career in Milwaukee as assistant medical 
director of Northwestern Mutual. Later 
he went to Hartford as medical director 
of Connecticut General. For several 
years he was medical director of the Life 
Extension Institute at New York. 

Dr. Sykes, a pioneer in aviation under- 
writing, is co-author of “Aviation and 
Life Insurance,” the first study of its 
kind. 


LIFE MANAGERS 











Tampa Chapter Honored for 
Agency Cashiers Convention 


Tampa chapter of Life Agency Cash- 
iers Assn. has been designated the head- 
quarters chapter for the National asso- 
ciation for 1952-53. Tampa will thus be 
host chapter for over 125 cashiers at 
their national convention set for Oct. 
24-25. 

The following committees and chair- 
men have been arranged for the gath- 
ering: Publicity, Evelyn Lutz and Kath- 
erine Scamehorn; social, Ethel Ulm and 
W. B. Yowell; finance, Lee Marley, 
Katie Hall, and W. R. Letcher; pro- 
gram, Verda Fletcher, president of the 


Tampa chapter, and Beatrix James; reg- 
istration, Jean Bevis; hostesses, Jean 
Brawley and Katherine Fabian. 





Life Insurance Problems 
That Face Banker Reviewed 


A. G. Adams, vice-president of Ameri- 
can National Bank of Austin, Tex., 
spoke to the Austin Life Managers Club 
on the relation of life insurance to 
banking. 

He urged that partnership life insur- 
ance be taken when the partnership is 
being formed and while all concerned 
are in a happy frame of mind. He em- 
phasized the importance of a properly 
drawn buy and sell agreements in such 
cases. 

Speaking of loans with life insurance 
policies as collateral, Mr. Adams said 
banks are interested in the payment of 
loans while the life companies which 
loan to policyholders are not interested 
in their payment. The managers held 
that this idea is erroneous and that com- 
panies are interested in the repayment 
of loans but may not be in a position to 
demand repayment. r 

N. Lewis, Great National Life, said 
bank interest is lower and that the 
larger loans cost the bank less. To this 
Mr. Adams replied that bank lending is 
based on confidence in the individual. 
He also cited the problem of payments 
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Congratulations... 


service to the life insurance industry. 





To members of the National Association of 
Life Underwriters on your Sixty-third Annual 
Convention. Your many accomplishments are 
highlighted this year by the twenty-fifth anni- 
versary of the American College of Life Un- 
derwriters. Through this and other activities, 


the N.A.L.U. is rendering an outstanding 


DENT INSURANCE COMPANY 


CHATTANOOGA 
1857... 65th Year... 1952 
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G. T. GUERRE 
Lansing, Michigan 


Graduating from football star- 
dom at Michigan State U. in 
1948, George T. Guerre, now 
associated with the Harold Bro- 
gan Agency at Lansing, Mich., 
has lost none of his winning 
spirit and scoring punch as a 
career life underwriter for The 
Ohio National. One of our ten 
leading producers in 1951, 
George is well on his way to 
another banner year. 


The 
OHIO NATIONAL 


LIFE INSURANCE COMPANY 
io A 
| — Ohio pREiiann one 





MORE THAN 1,800,000 POLICIES IN FORCE 
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by insurance companies to the banks 
where an insured who has assigned the 
policy either defaults or dies. The an- 
swer was that the company prefers mak- 
ing the check for the amount to the bank 
and the insured so that no legal question 
may result. Mr. Adams indicated that 
the banker making a loan does suggest 
life insurance. 

The putting of the life company on 
notice when a policy has been assigned 
for a short time developed a difference 
of opinion between Mr. Adams and the 
managers. He said that if a loan based 
on a life insurance policy runs for more 
than six months it is advisable to put 
the company on notice. He said that the 
bank is interested in the repayment ot 
the loan and is not interested in the 
death benefit. 


Add Dunning, White 


James D.° Dunning, assistant vice- 
president, New York Life, and Fred 
White, general agent, Massachusetts 
Mutual, Buffalo, have been added as 
speakers to the program of the annual 
Mid-West Management Conference at 
French Lick, Ind., Oct. 23-25. Dunning 
will speak on “Problems of Getting Es- 
tablished Men Into A. & H. Produc- 
tion,” and White on “Sales Ideas to In- 
crease the Production of Present Man- 


OCIATIONS — 


Davenport Assn. Plans 
Sales Congress Sept. 23 


Davenport, Ia., Life Underwriters 
Assn. has scheduled its annual sales con- 
gress for September 23. Five sales ses- 
sions are slated. Opening speaker is 
Henry W. Fouts, director of training 
for Bankers Life of Nebraska, on “Born 
Thirty Years Too Soon.” Other speak- 
ers include Russell W. Steger, New Eng- 
land Mutual agent at Champaign, III. 
and an ex-All-American football great 
with the Illinois team of 1950, on “Sell- 
ing Young Men”; L, O. Schriver, Aetna 
Life general agent at Peoria and a past 
president of N.A.L.U., on “What. Makes 
Them Buy”; Ray D. Hamill, Bankers 
of Iowa sales promotion manager, on 
“The World We Sell In,” and Arthur 
Priebe, Penn Mutual agent at Rockford, 
Ill., on “My Five Favorite Fears,” 

Following the day sessions, Davenport 
Life Managers Assn. is holding its an- 
nual banquet. Speaking will be Mr. 
Hamill on “Old Man River.” 

















Earls to be Chicago Guest 


A talk by William T. Earls, general 
agent at Cincinnati for Mutual Benefit 
Life, will be a feature of the joint meet- 
ing of the Chicago Assn. of Life Under- 


writers and Chicago C.L.U. on Sep- . 


tember 24. The meeting will begin at 
9:30 a.m. and end with a luncheon at 
which diplomas will be presented to 
new C.L.U.s. Mr. Earls will speak on 
“Business Insurance—Today’s Quickest 
Route to Million Dollar Production.” 
He is the 1952-1953 chairman of the 
Million Dollar Round Table. 

The joint meeting will also feature 
the play “Stardust” and a reception for 
new C.L.U.s. 


Sheboygan, Wis.—A business meeting 
was held in connection with the annual 
outing and dinner at Riverdale Country 
Club. Joseph Bartel, Business Men’s As- 


a 


surance, was named delegate to th 
N.A.L.U. convention at Atlantic City 
New officers are Jack Van Ouwerker 
president; Arthur Gandre, vice-president 
and Reuben Cerull, secretary. 


WANT AD$§ 


Rates $13 per inch per insertion— | Inch min. 
mum. Limit—40 words per inch. Deadline Tug. 
day morning in Chicago office — 175 W. Jach. 
son Bivd. Individuals placing ads are requested 
to make payment in ad 
THE NATIONAL UNDERWRITER 
Life Insurance Edition 
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ACTUARIAL STUDENT 


Fast growing Boston company writing life, 
non-cancellable disability and group insur. 
ance has an opening for a student who has 
passe 3 to 5 Society. of Actuaries exam. 
inations, Unusual opportunity for advance. 
ment. Please give full particulars including 
approximate salary expected. Inquiries wil 
receive confidential treatment. Addres 
M-97, The National Underwriter, 175 W, 
Jackson Blvd., Chicago 4, Ill. 











* An 
Opportunity 


A recently organized, well financed, 
upper Midwest stock legal reserve 
company offering life, health and ac- 
cident coverage now in an expansion 
program is seeking a general man- 
ager. This is not a sales position. An 
excellent opportunity for a qualified 
junior home office executive. Stock 
ownership rights available. Reply in 
strictest confidence to Box N-7, The 
National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Ill. 








GENERAL AGENT 


Now employed as Assistant Agency Direc 
tor of life company in southwest. Desire 
change. Twenty years experience in all 
phases — life, A&H, hospitalization (indi 
vidual and group). A-1 salesman. Sold 
general agency with over half-million in 
premiums. Prefer general agency in South 
west, but will consider position as state 
superintendent. 44 years old. Address 
N-9, The National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Ill. 








WANTED — MANAGER FOR 
PROFESSIONAL DEPARTMENT 
We need a manager for the states of 
Indiana and Kentucky who can talk and 
understand the language of doctors and 
lawyers. Contract is Professional and Busi- 
ness Men’s Group policy and carries life- 
time benefits. This is excellent opportunity. 
Address inquiries to Box N-11, The National 
Underwriter, 175 W. Jackson Blvd., Chicago 
4, Alinois.- 








WANTED: 

SALES PROMOTION MANAGER: 

To take full charge of an established Sales 
Promotion Department. of a 50 year old, rapidly 
expanding, billion dollar Life and A & H com- 
pene. A_qood background in both Life and 
A H ‘highly desirable but not imperative. 
Sales experience helpful. Address M-87, 
National Underwriter, 175 W. Jackson Bivd., 





Chicago 4, Illinois. 
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American Reserve Lire 


OMAHA 


Raymond F. Low, President Harold R. Hutchinson, Exec V. P- 
Frank W. Frensley, Agency V. P. 


Life — Health — Accident — Hospital 
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General American Revises 
Family Income Program 


General American Life has withdrawn 
its family income policy and family in- 
come agreement and has adopted a 
new form of family income agreement 
which may be added to new policies or to 
existing policies. In the new agreement, 
all of the monthly income that is stated 
js provided by the agreement itself and 
none of it is provided by the amount of 
the basic policy to which the agreement 
is attached. ; : , 

The face amount of the basic policy 
to which the agreement is attached is 
payable immediately at death in one sum 
or it may be applied under the settlement 
options. If desired, the face amount of 
the basic policy may be left on deposit 
with the company and the new form 
of family income agreement may be 
written for an amount of monthly in- 
come so as to produce a total income 
of $10, $15, or $20 per $1,000 of face 
amount of the basic policy. 

Any amount of monthly family in- 
come benefit up to a maximum of $20 
monthly income per $1,000 of ‘basic pol- 
icy is available. More than one .family 
income agreement can be attached to 
asingle policy as long as each agreement 
provides at least $20. of monthly income. 
The family income period may be from 
10 to 25 years, or it may expire at any 
attained age of insured from age 55 to 
age 75. The premium paying period of 
a new agreement is always three years 
less than the family income period. The 
new agreement is convertible to a per- 
manent form of insurance. 

A 25 year mortgage redemption policy 
has been added to the company’s port- 
folio and the maximum age at issue has 
been increased on. the 10, 15 and 20 
year mortgage redemption plans. The 
company has also announced substand- 
ard reductions in the premiums for the 
five year convertible non-renewable term 
plan. The minimum policy which can be 
written on this plan has been increased 
to $5,000. 


Introduce Return-Pay Plan 


Security Benefit Life has introduced a 
participating 20 pay life-return policy. 
The plan, although similar to a regular 
20 pay policy, is designed to give in- 
creased protection to the insured during 
the premium payment period. Should 
the insured die before the end of the 
20th year, premiums that have been paid 
will be. returned in addition to the pay- 
ment of the face amount. 


Extends Waiver Benefits 


Security Mutual will now issue waiver 
of premium benefits through age 50. 
Previously these benefits were available 
through age 45.. Heretofore, disability 
for women in New York had to occur 
prior to age 50, but has now been ex- 
tended to age 55 in all states, and no 
longer terminates upon marriage. 


N.W. Mutual Extends Ages 


_ Northwestern Mutual has extended the 
issue ages for 20-payment life from 60 to 
65; 25-payment life from 55 to 60; and 
30-payment life from 50 to 55. 








New Juvenile Plan 


Security L. & A. has brought out a 
new “Security Career Builder” policy. 
This policy is an endowment at 65, one 
unit of which provides a death benefit 
of $1,000 prior to age 21 and $5,000 from 
21 to 65. In addition the return premium 
benefit will return all premiums paid if 
msured should die before age 21. 


Offers New Income Plan 


Sun Life of Canada has introduced a 
new participating special income endow- 
ment plan available to male and female 
lives which will provide a monthly life 
annuity commencing at age 60 or 65. If 
death occurs before maturity, the death 


NEWS ABOUT LIFE POLICIES 





benefit is $1,000 for each $10 of monthly 
annuity, or the cash value if greater. 
Instead of $10 a month on the no re- 
fund basis, insured may elect income on 
a reduced basis under the cash refund, 
years certain, or joint and survivorship 
option. This plan does not replace, but 
is in addition to, the income endowment 
plan, which provides $1,500 insurance 
with each $10 of monthly life income. 


New Monthly Debit Policy 


John Hancock has brought out a 
double protection 20 year endowment 
policy, issued at ages 0-55 nearest birth- 
day on the monthly debit ordinary basis 
only. This policy provides protection to 
the beneficiary prior to maturity for a 
sum insured which is double the matu- 
rity value payable to the insured at the 
end of 20 years. 











Chicago Supervisors to Meet 


Life Agency Supervisors Club of Chi- 
cago will hold its first fall meeting Sep- 
tember 11. Subject for discussion is 
“Continue Education and Training of the 


by a panel of Henry’ Gaddis, Northwest- 
ern Mutual as moderator, Charles Malin, 
Home Life; Joseph Carmen, Prudential, 
and Thomas Lane, New England 
Mutual. 


School Brochure Describes 
Insurance for Students 


An eight-page write-up of the insur- 
ance business has been issued by Indi- 
anapolis Public Schools for use as col- 
lateral study in junior high school grades. 
The write-up is one of a series called, 
“Indianapolis at Work,” which is. devoted 
to various businesses and industries in 
the city. 

Both property and life insurance are 
treated, the latter somewhat more fully, 
including explanation of the types of 
policies available, classes of policies, and 
a full discussion of the uses of life in- 
surance. 

Other portions’ of the write-up are 
devoted to fundamental principles _ of 
insurance, the meaning and types of risk, 
the nature of insurance company invest- 
ments, types of insurance companies, and 
a section on the agent. The discussion of 
life insurance includes an outline of the 
plan of study a pupil might undertake 
to prepare for life insurance selling: 


Established Agent.” This willbe handled courses at Butler, Purdue and Indiana 


Universities, company training courses, 
L.U.T.C., and U 

Sample copies can be obtained from 
the committee on economic understand- 
ings, Indianapolis board of school com- 
missioners, 150 North Meridian Street, 
Indianapolis. 





B. H. Groves, manager of Travelers 
and president of the Chicago Assn. of 
Life Underwriters, will address the Chi- 
cago Life Agency Cashiers September 17. 
Patricia Roberts, National of Vermont, 
is president of the Life Agency Cashiers. 


Crown Zellerbach Corporation has 
sold its new one-story converting plant 
and office building at Los Angeles to 
Mutual Life. Mutual has leased the 
building back to Crown Zellerbach for 
25 years with the option of renewing 
for another 50 years. 


C. WESLEY GREEN, 57, of Benefi- 
cial Life at Phoenix, former general 
agent there, died of injuries incurred 
when he overturned in his automobile 
in an attempt to avoid a team of horses 
on a highway leading to Phoenix. 


Russell W. Miller, formerly at Ke- 
nosha, Wis., as staff manager of Pru- 
dential in the Racine district, has been 
named head of the Fond du Lac office. 








If you are the forward looking type of man — who de- 
sires to enter upon a profitable and worthwhile career 
— then read this message carefully] 


There's a place for you in National Reserve Life's big 
expansion program now under “full steam.” Choice, 


profitable territories are presently available if you act 
at once. 


Join National Reserve Life . . . “The Company Old 


Enough to Be of Proved Strength .. . Young 
Take a Personal Interest in You!” 


Enough to 


Get the Facts .. . and go forward with National Re- 
serve Life! Write today for complete information. 


Write W...E. Moore, Agey. V.P., Agcy. Hq., Topeka 
S. H. Witmer, Chmn. of the Board 


H. O. Chapman, Pres. 
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FEATURED IN BOOK, SYNDICATED ARTICLE 





Elmer Leterman’s Methods Are Fabulous 
But Principles Can Be Used by Anyone 


What can the average life insurance 
salesman learn from the career of the 
fabulous Elmer C. Leterman? 

His elegant sales techniques have 
taken him to the heights in insurance 
sales, and as a result he has been in- 
cluded in the book “America’s 12 Master 
Salesmen,” and is the author of a widely 
syndicated article describing his method 
of dealing with prospects. 

Mr. Leterman sells about $100 million 
in group insurance alone each year, and 
many consider him to be one of the 
greatest ordinary insurance salesmen. 
His career extends over many years, and 
through all of them his sales techniques 
have kept him among the leaders. 

The cardinal principle, according to 
Mr. Leterman, is to sell yourself. There 
is nothing new in this objective. Every 


agent practices this everyday. But Mr. 
Leterman has utilized this to gain the 
friendships of some of the outstanding 
business men in this country. In the 
syndicated article he was pictured stand- 
ing between Alfred Lyon, chairman of 
Philip Morris, Inc., Ltd., and Allan S. 


Lehman, partner, Lehman _ Brothers, 
bankers. ; ; 
Mr. Leterman achieves his aim in 


large measure by rendering thoughtful 
and helpful services to the people he 
meets. He feels that such activities im- 
press his name upon the minds of the 
recipients. Therefore, when they think 
of insurance they think of Elmer Leter- 
man. 

In one of his writings, Mr. Leterman 
describes this approach as it actually 
functions. For example, he has a lunch- 
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Ideas That Wor 


eon engagement. Prior to meeting the 
potential customer, he learns the guest 
is interested in fishing. Thus, a topic of 
conversation for the meal is obtained. 
Up to this point there’s nothing unusual 
about his technique, for it’s what many 
agents would do. 

Mr. Leterman advocates caution in 
introducing talk of insurance. Since the 
prospect is interested in fishing that’s 
what they talk about during the lunch- 
eon. Mr. Leterman only mentions insur- 
ance when and if the guest introduces 
it into the conversation. 

While at lunch the potential customer 
says he would like to fish in Maine. Mr. 
Leterman remembers a friend who op- 
erates a hunting and fishing lodge in 
Maine, and offers to introduce the pros- 
pect to this friend. Thus, he says, he has 
accomplished two good deeds with one 
simple act, for the customer avails him- 
self of the fishing opportunities at the 
lodge. 


BOTH REMEMBER 


Both the luncheon guest and _ the 
owner of the fishing lodge have rea- 
son to remember Mr. Leterman, and 
when insurance comes to mind, they 
again will remember Leterman. 

Infinite variations in this approach are 
possible, and Mr. Leterman has men- 
tioned many of them. He often has in- 
troduced two business men, who have 
through the introduction been able to 
find ample opportunity of doing business 
with each other. Again there is good 
reason to remember Elmer Leterman. 

Mr. Leterman also writes that being 








—= 


a good listener is an excellent way of 
selling, in that people like to talk aboy 
their favorite topics. A thoughtful ang 
sincere comment on a subject of intereg 
to the potential customer will ofte, 
open the way. 

Other ways of making friends inclu 
the “thoughtful gift” and the “constrye, 
tive favor.” Mr. Leterman keeps a fi 
on his social, client and prospect ¢op. 
tacts. Customers’ birthdays are always 
remembered. 

In approaching busy prospects, Mr 
Leterman employs an appropriately 
worded slogan sent beforehand. ke 
maintains proper use of such a method 
has opened many doors and _ produced 
many new friendships. 


Unforced Accumulation 


New clients and prospects, new bus: 
ness, and friends, all will come through 
the accumulation of friends and _ good. 
will. Mr. Leterman believes the ap. 
proach to a new client should never be 
forced. It should come easily. 

Another excellent point in Mr. Leter. 
man’s sales repertoire is to give the 
client as much attention after you have 
made the sales as you did before you 
made the sales. This worthwhile point 
is proved by the success of the practi. 
tioner. 

Enthusiasm, selling ideas, taking the 
initiative in making acquaintances, and 
requesting small favors to bolster the 
other fellow’s self-esteem are a part of 
this successful salesman’s personal rule- 
book. 

Mr. Leterman, himself, believes. that 
these rules can be useful to every sales- 
man as he handles his own selling prob- 
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You as a Life Underwriter have eve 
tunity to work toward the goal of peace. 
Spread the protection of life insurance and 
make our country that much more secure. 
As a Life Underwriter, you will find it pays 
to be friendly with 


“PEACE— PROTECTION 


A few years ago one of the great commen- 
tators predicted, "In our time we shall witness 
the dawning realization that a new power 
exists which is destined to be the successor 
of Rome and Britain as a giver of peace and 
that its mission is to prepare itself for the 
accomplishment of that destiny—that power, 
the United States of America." 


This statement outlines America’s great chal- 
lenge and its accomplishment is an individual 
challenge to each and every American with a 
goal toward which it is well worth while to 
work with all heart and soul. 


oppor- 


PEOPLES LIFE INSURANCE COMPANY 


“The Friendly Company’’ 


Indiana 
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eee 
lems and his own clients. He indicates 
that use of them will bring response, no 
matter where they are applied, if they 


are applied with good taste. 


Emeloid Transcript 
Used as Influence 
Clinches Sale 


How the Emeloid case can be used 
in a presentation and how powerful it 
can be as an argument has been illus- 
trated by Hugh J. Browne, Mutual Life 
agent at Hartford. Mr. Browne had a 
corporation president in his personal file 
and had interested him in business in- 
surance on the corporation stockholders. 

The policies were far from sold, how- 
ever, when Mr. Browne was asked to 
make his presentation before a meeting 
of the stockholders. He presented his 
plan and then got a verbal bombardment 
of questions. Following the question 
and answer session, he says, “I had 
the feeling that the directors were able 
to see the merits of the idea, but not 
the attorney. He was doing his best 
to cut my answers and’ arguments to 
ribbons.” 

The attorney was not convinced that 
business insurance would contribute to 
the corporation’s welfare, so Mr. Browne 
pulled out his “rabbit,”’—his last argu- 
ment—a descriptive folder on the Eme- 
loid case. The presentation had reached 
a climax and Mr. Browne apparently 
has a sense of the dramatic. He held 
up the folder and said, “Gentlemen, this 
folder contains a decision by the U. S. 
court of appeals concerning the purchase 
of life insurance on the Emeloid Cor- 
poration’s stockholders. I'd like to read 
to you what this court says.” 

He outlined the facts in the case and 
read the now famous court statement. 
He also emphasized the court’s reasons 
for the purchase of insurance to fund 
stock retirement agreements. When he 
stopped reading, the attorney could only 
question whether the money borrowed 
to pay premiums was eligible for a tax 
credit as borrowed invested capital. 

Mr. Browne’s answer is a credit to 
the business. He said: “You are proba- 
bly correct, but don’t you agree that 
it isn’t pertinent to this case. And, 
don’t you agree that the corporation 
has a definite need for insurance for the 
same reasons as the court of appeals 
outlined in the Emeloid case?” 

The attorney’s answer was, “Yes.” 

The directors took a $75,000 policy on 
the president’s life and they are now 
considering insurance on the others. 
Mr. Browne says that the Emeloid folder 
is the most powerful piece of third party 
influence he has ever used. He calls 
it “the nail that nailed the $75,000 sale.” 

The story of the sale appears in 
Mutual Life’s house organ, Points. 








COMPLETE PROTECTION 
for 
WOMEN and GIRLS 
ONLY 
Supreme Forest 
WOODMEN CIRCLE 
Omaha, Nebr. 


Dora mein Talley, Florence Holden Jensen, 


Preside: Secretary 








Fact Finding on Medical 
Examiners Proves Valuable 
(CONTINUED FROM PAGE 9) 


The importance of establishing a good 
relationship between the home office 
medical department and the field exam- 
iners has been accentuated particularly 
since the end of the second world war, 
Dr. End observed. Since the war, the 
incomes of physicians in private prac- 
tice have been skyrocketing and the 
remuneration for insurance examinations : 
has not kept pace with the fees a doctor SK 2 
gets for seeing his own patients. pet SSS. 

While the general weight of opinion ——> 
among medical directors is against it, : % 
Northwestern uses almost exclusively 
suggestions of its field men in locating 
prospective examiners. 

“It may well be that our approach to 
the problem has been wrong, but we 
have experienced almost uniform lack of 
success when we have used the other 
methods,” said Dr. End. 

He said the field force has been most 
helpful in weeding out the prospective 
examiners who are not interested in in- 
surance examining work so that the 
company can concentrate its efforts on 
recruiting those men who will at least 
be available if we find their qualifications 
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to the American College 
of Life Underwriters on its 25th anniversary. 
Its advancement of the CLU program is a 
notable contribution to Life Insurance and to 


the American Way of Life. 





adequate. 
“For all that we may talk about : e 
schooling, professional qualifications, The Equitable Life of lowa has long endorsed and 


supported the CLU movement. It contributes to the 
Cooperative Fund and includes CLU studies as an in- 
tegral part of its training program. It presents en- 
graved CLU keys to graduating candidates and pays 
their expenses to attend the conferment exercises. 
The Equitable Life of lowa is proud of its 40 associ- 
ates who have earned the CLU designation and of 
the many Equiowans now completing CLU study. 


ability, etc., an examiner must still be 
available for use or he is of no value to 
the agent and to the home office,” said 
Dr. End. “Our field men are very com- 
pany-minded and I think with few ex- 
ceptions have done a commendable serv- 
ice in subjugating their personal inter- 
ests so that they recommend only men 
who will do a good job for the home 
office and be a credit locally to the 
agent and the company. We, of course, 
then have recourse to the American 
Medical Assn. directory, specialty books, 
inspection reports, credential blanks, 
and information furnished through the 
courtesy of other medical directors.” 


PICKING NOT ENOUGH 

















However, careful primary selection of 
examiners, though of great importance, 
is not of itself sufficient to produce good 
long-range results, said Dr. End. North- 
western’s original appointments are on 
a temporary basis and are made perma- 
nent only if satisfactory evaluation of 
the examiner’s ‘work is obtained one 
year after appointment or in the case 
of relatively inactive examiners, after 
15 examinations have been completed. 
Evaluations are also run on examiners 
being considered for elevation to special 











classifications such as being used for - 
cases up to $50,000 and $100,000. 





The company is also going through 
(CONTINUED ON NEXT PAGE) 


Credit Life Sales Up 8°/, 


The volume of credit life insurance in 
force on June 30 was 38% higher than 
a year previously, although total con- 
sumer credit outstanding was up 8%, 
according to Consumer Credit Insurance 
Assn. 

Credit life insurance in force at June 
30 was estimated at $5,683,238,000, as 
compared with $4,120,289,000 a 
earlier. 

Sales volume of credit life approxi- 
mates the amount in force because the | 
average policy runs for about 12 months. 

In the first six months sale of credit | 
A. & H. increased by 65% over the 
same period in 1951. 

















GUARDING A WAY OF LIFE 


Even though our contribution is small compared with | 
the life insurance industry as a whole, we are proud of the | 
part we have been permitted to play in guarding a way of 


toe life for thousands of American families. 


| 
| 
| 
| 
| 
iH 
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| Life insurance is a free institution. It continually re- | 
futes the idea that individuals cannot provide for them- 
selves. To that extent, it is building self-reliance in the 








JOSEPH SPENCER, President 
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SHARON, PA. 
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FOUNDED IN 168 
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i 
| individual, a characteristic basic to the free American | 
| way of life. | 


ATLANTIC LIFE 
INSURANCE COMPANY 


Established 1900 Richmond, Virginia 


L. D. LININGER, Secretary 
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“We Like to Get Letters Like This—” 


ss at the conclusion of my first contract year 


with the Provident Life, | took inventory of my 


progress. 


The main fact that stands out is that 


through your help and patience | have found the 
good life in life insurance selling.” 


When our agents tell us that, it reaffirms that we 
are on the right track in our methods of bringing 
men into our company. We want not only success- 
ful men, but we want happy men, as well — men 
who enjoy their career with Provident Life. 





Life - 


*"The Provident States" 


The PROVIDENT 


Life Insurance Company 
BISMARCK, NORTH DAKOTA 


JOSEPH DICKMAN, Vice Presideat 


Accident - Health - Hospitalization - Annuities 























PILOT LIFE SALUTES: 








Top Ten Pilot Field Men, 1951 


Why are Pilot agents known for their achievements? Ask 
these men: W.D. Key, Macon; W.F. Sample, Beaufort, S. C.; 
Dick Harris, Jr., Charlotte; J. M. Cabrero, Puerto Rico; J. W. 
Underwood, Fayetteville; J. M. Ramirez, Puerto Rico; J. B. 
Washington, Norfolk; P. Melendez Diaz, Puerto Rico; W.A. 
Brame, Winston-Salem, N. C.; R. L. Forbes, Puerto Rico. 


PILOT TO PROTECTION SINCE 1903 


0. F. STAFFORD, President 


GREENSBORO, N. C. 


the entire list of examiners by general 
agencies, that is, on territorial basis, and 
examining the work of the more active 
examiners, The company has arbitrarily 
considered that men who average 15 
examinations a year as qualifying for 
an evaluation but has not held to this 
very rigidly in the smaller and less ac- 
tive communities. 

Whenever an assistant medical direc- 
tor or a lay underwriter suspects an ex- 
aminer of carelessness, omissions, of 
uniformity of figures indicating that he 
is not putting down his precise findings 
an evaluation is run. 

An evaluation sheet is set up in a 
chart form for 25 cases with space for 
age of the applicant, blood pressure, 
pulse, specific gravity, action on the 
case, that is, the number approved as 
well as the number declined and the rea- 
son for declination, agreement between 
the M.I.B. and current findings, infor- 
mation as to the completeness of the his- 
tory, necessity for sending back for 
information that should have been re- 
corded at the time of the examination, 
etc. 

Also included is the age of the exam- 
iner, the date of his original appoint- 
ment, his classification (that is, the size 
case his examination is accepted for), 
his specialty, the professional societies 
he belongs to, the number of examina- 
tions completed in each of the last three 
years and whether he is a Northwestern 
policyholder. 


Early Deaths Noted 


The early deaths, that is, those occur- 
ring within two years of issuance, are 
also listed separately, including the age 
at death, the cause of death and dura- 
tion of the policy. 

An up-to-date production record for 
the area being considered is obtained 
from the payroll section so as to select 
the active examiners. A _ production 
sheet is filled out for each examiner who 
has made a total of at least 15 examina- 
tions within the last three years. The 
names of the 15 (up to 25 when avail- 
able) most recent applicants are taken 
from the doctor’s. vouchers and entered 
on the sheet. Following this they are 
looked up in the M.I.B. room to get the 
policy numbers or declination dates. 
The applications are then drawn out of 
the filing section and taken to a spe- 
cially trained girl who fills out the actual 
evaluation sheets. 


PERMITS CHECK 


The procedure being used affords the 
examiner unit an opportunity to check 
each area as to the necessity for addi- 
tional examiners, removal of men over 
the company’s age limit, elevation to 
special classification, excessive use of 
non-appointed examiners, etc. 

The completed evaluation sheets are 
brought to the assistant medical director 
who has supervision of examiners. The 
results are analyzed and it is decided 
what, if any, tendencies apparent in the 
review should be called to the exam- 
iner’s attention. 

“Incidentally, in this respect, we have 
probably leaned over backward so as to 
write as many letters including specific, 
constructive criticism as possible, feeling 
that in this way we tend to take the 
letter out of the so-called ‘routine’ cate- 
gory,” said Dr. End. 


Interest Rate Rise Held 
Unlikely to Boost Dividends 


(CONTINUED FROM PAGE 1) 


through the fact that increased earnings 
mean an increased amount which must 
be paid—6%4% on investment income. 
In 1950 the Institute of Life Insurance 
reported that the net rate of interest 
earned on investment funds prior to the 
federal taxes was 3.13% and after taxes, 
3.0%. In 1951, the rates were 3.22% 
and 3.02% respectively. 

The security valuation reserve pro- 
gram, initiated last year by Superintend- 
ent Bohlinger of New York, will defi- 
nitely have an effect on the dividend 


ali 











scales, according to, one executive. ]f 
effect will vary from company to con. 
pany, and is, at present, an unpredic. 
table quantity. 
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ILLINOIS 


CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 

















Harry S. Tressel & Associates 
Certified Public Accountants 
BR 8. Le gad Attuaeies 3, 
” Telephone FRanklin 2-462 
Le Walfman PS AL we. Gillette, op. 
N. A. Moscovitch, A-8.A. : ay 
Robert: Murray 














INDIANA & NEBRASKA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis — Omaha 














MICHIGAN 


ALVIN BORCHARDT 
Consulting Actuaries 
716 West Adams, Detroit 26, Michigan 
Phone WOodward 1-9515 














NEW YORK 
Consulting Actuaries 
Auditors and Accountants 


Welfe, Corcoran & Linder 
11@ John Street, New York, N. ¥.| 














PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 
PHILADELPHIA 
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VIRGINIA & GEORGIA 


BOWLES, ANDREWS & 
TOWNE 
Consulting Actuaries 
Employee Benefit Plans 
RICHMOND e ATLANTA 
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A WELL-BALANCED COMPANY — | 
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é describes the relationship between 
the Company and its policyholders 
and Field Force. This relationship 
ES has been built on: 
» Angeles . A purely mutual operation. 
ee . A General Agency foundation. 
. Net level premium reserves. 


OL of 


professional pride 


. A strong surplus. 
. Flexible settlement options. 


1 
2 
3 
4. Very low net cost. 
5 
6 
7. Its stable territory: 


... Life Insurance dedicated | I, Ind, . ta. « Mich, « Minn. - ND. « Ohio » Wash. . Wis. 
‘ -Y. . Conn. . Me. . Mass. . N.H..N.J.. Po. .R.1, , Vi. 
to the Public Service. 






Exceptional Field Opportunities available . .. 
Write to the Agency Secretary. 
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LIFE INSURANCE CO. 
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THE PARKWAY AT FAIRMOUNT AVENUE 
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Each of us in the life insurance 
business has a continuing re- 
sponsibility: to render profes- 
sional services to the millions of 
free Americans who stand to 
benefit by our counsel. Let us 
not neglect our responsibilities 
—and our opportunities. 








John Agent...at home 


John Life Insurance Agent is a man of many facets. Husband, 
father, church and civic leader, counselor and friend to many. By 
turn, a teacher, engineer, businessman, sportsman—depending 
on his client for the moment. He is many things to many people. 


Yet he must also be a student. His business is complex and ever 
changing. He must keep abreast of the times in ways that are not 
time-consuming. That’s where Company training programs, C.L.U., 
and L.U.T.C., fit into the picture. Streamlined, geared to practical 
problems of the day, they separate the wheat from the chaff—giving 
John the facts he needs to work with. And, more important, the 
urge for continued improvement, when the formal training is over. 


We are fortunate that there exist so many opportunities for self- 
improvement—opportunities that can be translated into a better 
way of life for ourselves and those who look to us for wise and 
competent counsel. 


PROVIDENT MUTUAL 


LIFE INSURANCE COMPANY OF PHILADELPHIA, PA. 


